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Chevrolet to. Announce 
Bigger and Better Six for 
1933, at it Lower List Price’ 


Deny Rumors of ‘ Stripped” Moc Model; Longer Wheel 
Base, Extensive Body Changes Incorporating 
New Invention Featured 


Detroit, Mich., Nov. 11.—That a radically new line of 
Chevrolet passenger cars would be introduced next month 
was made known officially here today by W. S. Knudson, 
president and general manager of the | Chevrolet Motor 
Company, —— es ; 


annual Chevrolet model to employ | FRANKLIN REPORTS 
GOOD ACCEPTANCE 


a six-cylinder engine, the first vol- 
ume Chevrolet Six having been an- 
nounced in November, 1928. Since 
that time, building sixes exclusively, 
the company manufactured nearly 
3,000,000 units. 

A longer wheelbase, extensive | Syracuse, Nov. 11.—Recent intro- 
changes in body design, and a “price | 
which takes account of today’s in- | duction of the air-cooled Olympic by 
comes” are promised in the 1933 car.| Franklin Automobile Company has | 
The extended wheelbase, coupled | resulted in immediate in- 
with many improvements in the | 
body, in performance, economy, 
power, safety and other factors, in- 


sales 


cials. They claim the new car has 
dicate rode] much d | demonstrated the much discussed 
a aodel much improved Over! theory that new products suited to| 


he presen 2 2 2S 
i a an calle ane the -{ mow conditions and changed 1 ‘ar- 
° . . | kets will bring 


the new Chevrolet would be a 
“stripped” model designed to meet 
the bare needs of transportation. 

From the economic standpoint, | 
the Chevrolet announcement has 
national significance. This is one 
of the major contributions made by 
any American company this year 
to national betterment in terms of 
employment and materials con- 
sumption. 

Nearly 50,000 of the new 1933 
series, valued in excess of $20,000,- 
000, will be required for dealers’ an- 
nouncement purposes alone, and the 
manufacture of at least that num- 
ber is assured within the next few 
weeks, Mr. Knudsen said. This out- 
put will entail the consumption of 
more than 50,000 tons of iron and 
Steel and the use of large quantities 
of the thirty other major commodi- 
ties which go into the production 


turn. 
“The 
Olympic, 
cooled car 
field, 


success Of the 
the first 


medium 


immediate 
which is 


in the price 


(Continued on [Page 8) 


Detroit, Nov. 
| broadcast Monday night over t 
surprises for 1933—a 
closed cars developed by Fish 
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and About Detroit Plants 


By Chris Sinsabaugh 


Cadillac 


The chief activity at Cadillac this week was the fall 
meeting of branch managers and regional managers. Ap- 
proximately ninety of them spent two days at the plant, 
going over plans for the balance of the year and discussing 
the campaign for next year. President L. P. Fisher and 
General Sales Manager John Chick addressed the meetings 
as did the heads of departments at the plant. The visitors 
were most optimistic as to next year and also added that 
Cadillac business even now is generally good in all sections 
of the country. Because of a most successful October, the 
morale of the selling organization is declared to be high. At| 
the conclusion of the meeting, Generals Sales Manager Chick 
left for the Pacific Coast, where, for the next two weeks, he} 
will be contacting his field forces. 


Dodge 


What with the press preview of the new Dodge Six this} 
week and the start of the series of thirty-five dealer meetings | 
in key points throughout the country, little thought has been 
given to 1932. But while the factory folk have been prepar-| 
ing for the future, dealers in the field have continued to set 
up new sales marks, 


. 











(Contnued on Page 2) 





OF NEW OLYMPIC) 


creases, according to company offi- | 


about business up- | 


alr- | 


shows that the American pub- | 


radical 
feature of all General Motors cars of next year’s vintage. 


tional details will not be divulged. 


|have come to be accepted as inevi- 


| contribution 


| public within a short time. 


Survey Reveals Need to Increase 
Availa ble Credit for Car Dealers 


FIRST 15 STATES 
SHOW NORMAL DROP 
IN OCTOBER SALES 


Detroit, Nov. 11.—R. L. Polk & 
Co. today released October passen- 
ger car sales figures covering fifteen 
states and showing a total of 15,585 
units. This compares with 21,052 
sold in the same territory in Sep- 
tember this year and with 25,215) 
disposed of in October, 1931. 

The drop under September this | 
year is a shade under 26 per cent., 
which is about the normal decrease 
to be expected. If the thirty-three 
States still to be heard from give re- 


| turns in the same ratio, the total 


|passenger car sales for October, 
| 1932, will be about 60,000 units. In 
;a recent issue of Automotive Daily 
News it was estimated, on the basis 
of returns from thirteen states, that | 
|}commercial vehicle sales in October 
would run to about 11,090 units 
|This would give us a total sales 
volumg for both classes of vehicles 
}of approximately 71,000 units. In 
October, 1931, the grand total of 
both passenger car and truck sales | 
amounted to 127,344 units. 

In the general decrease shown in | 


_ (Continued on Page 6) 


G.M.T0 ANNOUNCE RADICAL 
NEW VENTILATION SYSTEM | 


11.—General Motors will announce to the | 
American public through the Sunday — and in a radio | 


he N. B. C. network one of its | 
new eee system for | 


er Body and which will be a| 


“At the present time construc- 


“In practical utility, in overcoming 


discomfort and inconveniences that 


table in closed cars, this new system 
takes its place as the most important 
to motoring comfort | 
and safety since the introduction of 
the clesed car itself,” the announce- | 
ment will state. 


DODGE BROS. REPORTS 
20,000 ON PAY ROLL: 
MORE 70 BE CALLED 


Detroit, Nov. 11—K. T. Keller, 
president of Dodge Brothers Corpo- 
ration, today announced that his or- 
ganiation now has about 20,000 of 
its employees hack on part time 

work. Various departments have 
| swung back into production of parts 
|for the company’s 1933 lines, which 
were announced some days ago in 
Automotive Daily News. 

Descriptions of these new cars, 
which are stated to embody a num- 
ber of interesting innovations in de- 
sign and construction, will be made 








Mr. Keller added to his statement 
regarding present employment by 
saying that within a very short time 


called back to the colors to start 


{actual production of the 1933 cars. 





| Motors, Inc., 
|a group of former executives of the 
| Jordan Motor Car Company to re- 


| cific 
| president of the 


i Stringency May 


Hamann Restocking Oper- 


ations and Retard Sales; Rediscount of Install- 
ment Paper at F. R. Is Suggested 


New York, Nov. 


stocks of 1932 automobiles w 


,safe to say that 85 per cent. 
themselves in a position to fi 
unassisted. 
i these will have to call on thei 


JORDAN REORGANIZED: 
PLAN MEDIUM PRICED — 


O., Nov. 
has been organized by 


Cleveland, 





symme manufacture of the Jordan 


automobile, it was announced today. | 
|The plant is to be 


situated in this 
city, but definite plans for it have 
not been completed. 


The group, headed by John Mc- 
Ardle, former vice-president and | 
general manager, bought certain 


assets and the name of the company 
from the receivers, it was an- 
nounced. Associated with Mr. Mc- 
Ardle are A. F. England, forme: 
treasurer, and Harvey Buckner, for- 
mer assistant general manager, vice- 
| president in charge of production. 


(Continued on Page 6) 


T. J. HAY SEES NEED 
OF GREATER DEALER 


ASSOCIATION SPIRIT 


Chicago, Nov. 11.—Back from 
trip through the southwest and Pa- 
coast areas, Thomas J. Hay, 
National Used Car 
Market Report, Inc., Red Book and 
Blue Book publishers, today declared 
that one of his most vivid impres- 
sions was the need for greater deal- 
er association strength throughout 
the country, with co-operation on} 
the part of dealers, distributors and | 
branches, in order to combat threats 


of adverse legislative and tax efforts | 


(Continued on Page %) 





By WILLIAM C. 


STRAIGHT EIGHT LINE 


11.—Jordan 


al 


CALLAHAN 


11.—During the next few months 
automobile dealers throughout the country will find them- 
selves faced with the need to replenish their present depleted 


oo 


ith new models for 1933. It is 
of these dealers will not find 
nance this restocking operation 


It is also safe to assume that a large part of 


r local bankers for aid. 


What will be the bankers answer? 

A survey conducted by Automo- 
tive Daily News among automobile 
dealers themselves indicates that 
only 26 per cent. of the dealers who 
so far have replied to the survey 
feel confident that they will be able 
to overcome any difficulty with their 
bankers in getting backing; 33 per 
cent. find the attitude of their bank- 
ers unsatisfactcery; another 26 per 
cent. have been among those for- 
tunates who have not had to borrow 
recenily and therefore are not 
familar with the bankers’ present 
attitude, and the remaining 15 per 
cent. do not use bank credits. 

This situation presents a real seri- 
tus problem worthy of consideration 
}by all men in the industry inter- 

Sted in the prospects for 1933. If 
|}the lack of dealer credit hampers 
|the dealer in his efforts to provide 
flocr stock for display and demon- 
| Stration it is bound to retard sales, 
| Bankers on the other hand cannot 


|} be censored too severely for their 
|careful scrutiny of loans at this 
time, for bad loans will injure the 


credit of both the borrower and the 
bank 

In this connection, however, it 
seems, bankers deserve, and should 
be censored sharply for their policy 
of advising prospective car buyers to 
| keep their money on deposit at the 
bank. That this practice is common 
among bankers is evidenced by the 


jreturns to the Automotive Daily 
|News survey in which more than 
two-thirds of the dealers report 
jactual losses of sales due to this 
| practice alone. 

With more than a third of the 
dealers entering the present period 
|when stocks of new cars are abso- 


|lutely essential still uncertain as to 
| their ability to finance the purchase 
of new stocks, it would seem that 
dealer credit at the present time is 
ithe big issue before the industry. 
Automotive Daily News feels that 
there are minds in this industry 


(Contnued on Page 4) 
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N ash 1933 Cars Include 
New 6 and 5 Kight Chassis 


Kenosha, Wis., Nov. 11. — Nash 
Motors of this city has completed 


the job of tooling up for its 1935 | 


lines, and production has actually 
started in a number of departments. 
The new cars will probably be first 
shown at the New York show. 

The Nash lines for 1933 will begin 
with a new six cylinder car, which 
will replace the present six with a 
lower price base. There will be five 
eight cylinder models, starting with 
a new chasis with a 116-inch wheel- 
base to sell in the price range 
formerly occupied by the six. Four 


Each week for some time now has/ 10,000 more Dodge workers would be| higher priced eight cylinder lines 


will show wheelbases of 121, 128, 133 
and 142 inches. 


At the factory ® is stated that 
|production schedules will be set 
strictly in accordance with demands 
from the dealers. Preliminary 
|orders for the new lines are stated 
ito have been extremely satisfactory. 
Nash Motors has been increasing 
buying materially during the 
past few weeks. Two weeks ago 
orders were placed for 1,250 sets of 
materials. Last week orders went 
out for 1,000 additional sets of ma- 
terials. The organiation recently 
completed the purchase of $150,000 
worth of new equipment, outside the 
orders for sets of materials. 


; its 
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Pierce 
Arrow 


O RETAIL 
SALESMEN: 





© You are nearing the end 
of what must have been a 
trying year for you. Time 
after time when I have stood 
before a group of retail 
salesmen I have marveled 
at the courage you have 
displayed. 


§ While you may not think | 
your performance has been | 


brilliant, still, considered 
as a whole the job you have 
done has been wonderful. 
lia took fortitude to stand 
the disappointments you 
have had and still move on. 
But. in all sincerity, 1 be- 
lieve you are laying the 
ground-work of a great fu- 
ture—no matter what car 
you sell. 


@ Cars are being worn out 
by the millions. Americans 
will not walk if they can 
help it. And I believe, at the 
slightest upturn in 
ness. you will be the first 
to profit. 


{ So we must go on. It 
would be too bad to drown 
ten feet from shore when 
the hard part of the swim- 
ming is over. 


@ There is just one selfish 
thought I'd like to interject 
here: 


@ “Did you ever a 
Pierce-Arrow salesman who 
did not look prosperous?” 


see 


@ Maybe your boss ought 
to give you Pierce-Arrows 
to sell next year. 


§ Ill be a great program. 


| A (/- Sputhurer! 


Vice-President 
in Charge of Sales 


THE PIERCE-ARROW 
MOTOR CAR COMPANY 
Buffalo, N. Y. 


Se 


busi- | 


In and About Detroit Plants 


By Chris Sinsabaugh 





(Continued from Page 1) 


beaten its predecéssor in the way of retail sales. The week 
ending November 5 was no exception to this rule, the factory 
report showing an increase of 7.5 per cent. over the week 
before. For the next couple of weeks most of the factory ex- 
ecutives will be on the road attending dealer meetings having 
to do with the introduction of the new line, 

7 * 


Graham-Paige 


The busiest department at the factory is that presided 
over by Thomas Bradley, director of purchasing. Bradley 
lis now placing orders for the largest “buy” since last year, 
lcovering the entire field of raw and fabricated materials 
|used in the manufacture of automobiles. Graham employ- 
|ees voted in two elections this week. The extra balloting was 
|for Graham employees only, when they were called on to 
inspect twenty cars finished in new color combinations and 
to indicate their own ideas as to the best four. The test was 
staged by William G. Hearz, paint and trim engineer, who 
reports there was a remarkable similarity in the choices 
made by the men and women. The favorite for first place 
polled 90 per cent. of the total vote. Sales department 
employees are kept busy comparing sales reports from all 
over the country as the basis of award of prizes and bonus 
checks offered to retail salesmen. Each week the five high 
salesmen in their districts receive gold watches, while every 
salesman receives a $10 bonus check for each retail sale. Col. 
R. H. James, who heads Automobile and Supply, Ltd., Gra- 
ham distributor at Toronto, was a visitor this week, 

* *” 


« 
Chrysle 
Out at Chrysler it’s a beehive of activity, brought about 
by the enthusiastic reception of the Plymouth six by the 
Chrysler dealer body. It would seem as if every section of 
the country has been represented at the factory this week 
by dealers who came to drive back new cars. The dealers 
|not only come themselves, but bring with them as many of 
their salesmen as can get away. Tuesday seven dealers from 
‘Oklahoma City territory drove back home with new cars, 
while Thursday there were six from Texas. It is a motice- 
able fact that these dealers are coming from the smaller 
towns, the six having pepped them up to a remarkable extent. 
But Chrysler cars have not been lost in the excitement. 
'Every driveaway includes Chryslers, and dealers say that 
|Chrysler sales are greatly benefited because of the debut of 
the new Plymouth. 


* 


Continental 


The Angell organization is rapidly getting down to brass 
tacks in organiznig for the introduction of the new line. 


* 





(Continued on Page 5) 


‘B.O-P WILL HOLD WEEK'S 
‘MEETING FOR FIELD AND 
PLANT MEN IN DETROIT 


$397,233 after depreciation, taxes, 
etc., against net profit of $347,960, 
equal to 18 cents a share on 1,978,000 
shares, in the preceding quarter and 
net profit of $524,643, equal to * 
cents a share on 2,007,225 shares in 


the third quarter of 19%.. For the 

’ nine months, loss was $1,003,266 

Detroit, Nov. 11.—B-O-P will hold against net profit of $1,076,732, equal 

a most important meeting in this tg 54 cents a share on 2.003 ,225 

city mext week, at which all the | shares, in the f'rst nine months of 
|regional and zone managers and | 193}, 


| their leading afdes will gather in 

| General Motors Building to discuss 

plans for 1933 as regards Buick, 
| Oldsmobile and Pontiac. 

More than two hundred men from 

| the field will be present and another 


AMERICAN STEEL FOUNDRIES 
New York, Nov. 11. — American 
Steel Foundries report for nine 






months ended September 30 net loss | 


| hundred will represent headquarters. 
| The first three days of the week will 
|be given over to the regional and 
|}zone managers, while on Thursday 
jand Friday the service managers of 


| the organization will have their 
innings. 
FINANCIAL NEWS 
GABRIEL 


Cleveland, Nov. 11.—Gabriel Com- 
pany reports for quarter ended Sep- 
tember 30, 1932, net loss of $18,210 
after taxes, charges, depreciation, 
etc., comparing with net loss of 


$6,287 in preceding quarter and net | 


loss of $64,312 in September quarter 
of previous year. 

For nine months cnoecd September 
30, 1932, net loss was $37,944 after 
taxes and charges aganist net loss 
of $64,014 in first nine months of 
1931, 


BRIGGS MANUFACTURING 


Detroit, Nov. 11.—Briggs Manu- 
facturing reports for the quarter 


of $937,635 after depreciation, taxes 
and minority interests, comparing 
with net loss of $155,707 in the first 
nine months of 1931. For the quar- 
ter ended September 30 net loss was 
$300,762, after taxes and charges, 
|comparing with net loss of $286,573 
'in the preceding quarter and 
jloss of $295,786 in 
quarter of the previous year. 


PARMELEE TRANPORTATION 

New York, Noy. 11. — 
Transportation reperts for nine 
months ended Septembe: 30 net loss 
of $1,119,281 after inteiest, deprecia- 
tion, etc., comparing with net loss of 
$524,303 in the first nine months of 
1931. For the quarter ended Sep- 
tember 30 net loss was $405,334 after 
above charges, against net loss of 
$370,510 in the preceding quarter 
}and net loss of $374,892 in the Sep- 
tember quarter of 1931. 


MOTOR FINANCE 


meeting of Motor Finance, scheduled 
‘for November 9 for action on the 
preferred stock and on the no-par 
eommon shares, has been postponed 


mmm CC Seplember 30, net loss of , until November 16. 


net | 
the September | 


Parmelee | 


New York, Nov. 11.—The dividend | 


SPARKS from DETROIT 
| 





* *¢ *¢ 
New Dodge Six 

7 * ss 
What a Preview 






Bonnet 


A Bee for Your 


Ellis Travers 
7 * 


Sauce for the Goose 
. oz 


7 


| 
Chris Sinsabaugh—Detroit Editar 





REVIEWING the new Dodge six along with the other 

Paul Prys, this commentator does not hesitate to voice 

the opinion that the picture published in A. D. N. November 

3 under the caption, “What New Car Is This? We Believe 

‘It Is the New Dodge. What Do You Think?” was the new 

Dodge. As in the case of the Ford eight picture, I would 
say A. D. N. was right again. 
~ 


* * 

THE PREVIEW was different from the conventional 
in that advertising representatives of the magazines and 
dailies were included among the Peeping Toms who gave 
the new line the once-over and got an eyeful of what the 
public is to see in January, for the debut will be at the New 
York show, General Sales Manager A. vanDerZee says. 

Of course we did not get the go-ahead on broadcasting 
the features of the new six, outside of being allowed to say 
that Dodge is going into an entirely new market with this 
six, which will list under $700, whereas the present sedan 
is $845. But this does not prevent me from saying that the 
six is the best looking Dodge I ever have seen, and un- 
doubtedly destined to be a mighty important factor in the 
new price field it is invading. 

: * ok 


: ' 

IN OUTLINING the new Dodge ambition, President 
K. T. Keller unconsciously created a new slogan when he 
said that the new job is “what America would expect Dodge 
to build.” 

“It always has been my ambition since I became a part 
of the industry in 1909, to build a low-priced car that is 
second to none in quality, and I know that for 1933 we have 
it,” declared the Dodge president, talking to the newspaper 
men, 

* * 


. 

-THE PREVIEW, too, was a dress rehearsal for the De- 
troit dealers’ meeting held the next day, for the brass hats 
shot the works. They started with a Wilding film entitled, 
“You're Right, Mr. Chrysler, the New Dodge Is Ready.” 
| And then we saw the big boss listening to the reports of 
Chief Engineer Fred Zeder, President Keller and General 
‘Sales Manager vanDerZee as to their preparedness, and 
witnessed factory operations which looked, to our non- 
technical eves, as if the new machines were accomplishing 
the impossible. 

A second film, “Front Page News,” comes along after 
the dealers have been listening to serious talks for an hour 
or more. It is a comedy, in which Jack Pearl (Baron 
Munchausen, if you are a radio fan), impersonates a head 
barber who has been made Dodge associate salesman. 


1K *” 

THAT SALSEMEN’S CREED sent in by John C. 
McGuire, sales manager of the Chrysler Corporation of 
Canada, built around the thousands of operations a bee has 
to go through before it produces one pound of honey (and 
then doesn’t get the honey), has inspired another customer 
to write a follow-up. Miss Isabelle Brown, right hand of 
Irving Funston at the Detroit Studebaker branch, con- 
tributes a similar credo, and in rhyme at that, It reads: 

In the moments that you squander, 
Have you ever stopped to ponder 


On the bee that flits out yonder, 
And the contacts that he makes? 


Let’s take a moment to review 

The work the busy bee must do. 

There’s an object lesson here for you 
In the countless trips he takes. 


Think of the zeal he must maintain, 

Reflect the ever ending chain 

Of clover blossoms he must drain 
For the honey that he takes! 


The same relentless industry 
Is the salesman’s opportunity 
To increase his own security, 
And the money that HE makes! 


o* * * 

WE HAD WITH US this week none other than Ellis 
T'ravers, for years advertising manager of Nash, and in 
later years one of its sales executives. After wearing a 
brass hat so long, we now find him on the other side of the 
fence with the Metropolitan Sunday Newspapers Syndicate, 
whose headquarters are in the Tribune Tower, Chicago, of 
which George Hammesfahr is the guiding spirit. 

* - 


WHAT’S SAUCE for the goose is sauce for the gander, 
|opines a coroner’s jury at Woodstock, Ont., which recom- 
mends that, inasmuch as all vehicles other than trains are 
compelled to stop before entering or crossing a provincial 
highway, the railways also should be forced to slow down. 
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Highlights in the News of the Week 


Culled From the Three Preceding Issues of A. D. N. 





Stocks 


Estimate of new car stock in deal- 
ers’ hands, as of November, based 
on sales and production, is 150,000 
to 155,000 units. 


Steel 


Youngstown and Valley steel 
plants this week reported substan- 
tial upturn in automotive steel buy- 
ing, 


Manager 

Stewart-Warner Corporation of 
Chicago announces the appointment 
of A. C. Olfs as manager in charge 
of sales at its Detroit office. 


Doughnuts 


Doughnut tires find a champion 
in the National Tire Dealers Associ- 
ation which opposes the view of car 
engineer. Dodge also indorses this 
new development by offering dough- 
nuts as standard on it’s 1933 line of 
sixes 
Ford 

Ford Motor Company denies plans 
to concentrate assembly operations 
in fewer assembly plants. To close 


certain unils until conditions im- 
prove. 


Truce 

Truck war which has been raging 
in the Middle Atlantic states and 
along the Eastern Seaboard as the 


result of new Pennsylvania license 
rulings has been halted by truce. 


Sales 


New car sales in Wayne County 
(Detroit) Michigan and Indianapolis 
are reported off for October. 


Show 


Space for the annual Detroit au- 
tomobile show was apportioned this 
week. Cleveland announces that it 
has a new location for its show and 
that dates have 
January 14 to 21. 


Confidence 


Andrew Murphy & Sons, Plym- 
outh dealer at Omaha, Neb., has 
ordered a complete trainload of new 


Plymouth Sixes to celebrate their 
sixty-third anniversary. 
School 

Bear Manufacturing Company, 


Rock Island, Ill., has expanded its 
school, which is designed for prac- 


tical instruction in wheel align- 
ment and general front end repair 
work. 

Promoted 


James F. Cleary, president of S. 
P. A. Truck Corporation, has been 
named president of the White Com- 
pany in the merger of the Stude- 
baker and White organizations, 


Copy 


Exhibits at the Olympic Show in 
England this week indicate that 
British manufacturers have been 
quick to appreciate the advantages 
of many American designs which 
were incorporated in their models on 
display. 


Dodge 


Peeping Toms and other members 
of the press this week were given 
their first view of the new Dodge 
Six. This car offers improved trans- 
mission, a new type of spring. sus- 
pension, a new idea in steering, 
roomier bodies and doughnut tires 
as standard equipment. It is priced 
below 3700. 

Employment 

Toledo automotive plants report 
a marked improvement in employ- 
ment. Briggs Manufacturing Com- 
pany during the past thirty days in 
Detroit has added 3,000 men. Dodge 
reports 20,000 men on its pay roH, 
with 10,000 more to be recalled. 
Stock Reduction 

General Motors sales report, is- 
sued monthly, which was released 
on November 9, this month indi- 
cates a sharp reduction in dealers’ 
stock. Sales to consumers in the 
United States during October totaled 
26,941, whereas the sales to dealers 
during the same period totaled only 
5,810. 

Parts 

Willys-Overland Company this 
week announced the organization of 
the new Willys-Overland subsidiary 
under the name of Willys-Overland 
Parts Corporation, to handle future 





sales of the company’s parts pro- 
duction. 


Tires 


National Tire Dealers Association | 
will meet on Monday for its annual | 
|}meeting, which will be held at the | 
Biltmore Hotel at Atlanta, | 


Atlanta 


Ys 
7a 


| Credit 


National Association of Finance 
Company will meet on December 6 
to discuss measures for extending 
credit to American wage earners and 
salaried employees. 


Canada 
Headquarters of General Motors 
of Canada in Oshawa announced 


that the engine for the Pontiac line | 


of cars for Canadian distribution 
will be assembled at Walkerville, 
Ont. 

Wins 


Regardless of political parties, the 
motor truck industry won an out- 
standing victory this week on Elec- 
tion Day when it defeated the West 
Rail Bill in Oregon. This bill would 





have seriously affected truck opera- 
tion in the Northwest. 


— 


| 
| 
| 


Organized 


Representatives and over 1,000 
jtruck operators throughout the 
country will meet in Washington 


the American Truck Associaion. 


Baptized 
Continental Atuomobile Company 
under that name has been organi- 


; | 
ized by the Continental Motors Cor- | 
the | 
automobile division of the corpora- | 


poration in Detroit to handle 


tion, 


Expands 

Cummins Engine Company, Col- 
umbus, Indiana, manufacturers of 
Diesel truck engines are planning 
to increase its floor space and pro- 
duction facilities 150 per cent. 


Laws 

Reports from Louisville, Ky., indi- 
cate that under the new Kentucky 
drastic truck control laws the de- 
|mand for lighter vehicles is likely 
to be spurred during the next few 
| months, 


Truck 


October commercial car sales in 





November 17 and 18 and organize-+ bers 


reports from twelve states indicate 
considerable decline from the Sep- 
tember total. 
New 

General Motors Truck Company 
announced the addition of two new 
truck models, Model T-110, priced at 
$8,110, and Model T-130, priced at 
| $9,490. 


Attraction 


| An outstanding attraction for job- 
at the Joint Trade Show of 
jthe National Standard Parts As- 
sociation of the Motor and Equip- 
ment Manufacturers Association is 
the report of George L. Brunner, 


announcements by manufacturing 
members of the association indicate 
a greater percentage of new things 
| this year than in the past. 


'AUSTIN PRODUCTION 

| 400% ABOVE 1931 LEVEL 
| Butler, Pa., Nov. 11.—The Ameri- 
{can Austin Motor Car Company of 
|this city reports that production at 
ithe present time is running more 
than 400 per cent. ahead of its vol- 
ume at this time last year. 

Sales of this bantam vehicle are 
|reported to be more than satisfac- 
tory and the company looks for a 
marked increase in activity during 
the coming year. 





president of the M. E, M. A., that | 








GRAHAM SHOWS 43% 
INCREASE IN SALES 
IN WEEK OF OCT. 29 


Detroit, Nov. 11—An increase of 
43 per cent, in retail sales, general 
throughout the country, is reported 
by Graham-Paige Motors Corpora- 
tion for the week ended October 29, 
as compared with the previous two 
weeks, Both the eights and the 
sixes shared in the gain, 
Among cities showing the largest 
improvement were Hartford, Bos- 
ton, Louisville, St. Louis, Pittsburgh, 


sales 


Cleveland, Los Angeles and Port- 
land, Ore. 
September registrations showed 


Graham standing in sixth to tenth 
place in thirteen states. 
Graham was sixth in Utah, and 


| tied for sixth in New Mexico; tied 


for seventh in Idaho and for eighth 
in Florida and the District of Col-« 
umbia; ninth in Ohio and Missouri, 
tied for ninth in New Hampshire; 
and tenth in West Virginia, Vir- 
ginia, Michigan, Maryland and Cale 
ifornia. 

In Porto Rico, Graham attained 
fourth place in September registra- 
tions, being next most popular car 
to the three lowest priced American 
makes. 





n announcement of 


EXTREME IMPORTANCE to 
EVERY MOTOR CAR DEALER 


““ WILL BE MADE by GENERAL 
MOTORS CORPORATION 


IN THE COLUMNS OF THE 
METROPOLITAN PRESS on 
SUNDAY, NOVEMBER 13th 


A new and revolutionary development of Fisher Body Corporation, 


Division of General Motors, will be made public—a development so 


epochal that it takes its place as the most important contribution to 


comfort and safety since the introduction of the closed car itself. + + Be 


sure to read this General Motors announcement or listen in on Monday 


evening, November 14th, at 8:30 o’clock, central standard time, when 


General Motors will repeat this announcement to the radio audience of 


the country over the N. B. C. Red Network. + + Every motor car dealer 


should hear this message which tells of this amazing and new Fisher de- 


velopment for General Motors cars, the only cars with Bodies by Fisher. 


FISHER BODY 





Division of General Motors 
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Ask ’Em to Buy 


OME years ago the old M. A. M. A., if we remember 
rightly, sponsored an “Ask ’em to buy” campaign, with 
the purpose of pursuading automotive salesmen to give cus- 
tomers all the incentive possible to make extra purchases, 
after their prime object in entering a store had been satisfied. 
This campaign did an excellent thing for the automctive 
business in getting salesmen up on their toes in trying to 
make more than one sale per customer. 

In spite of everything that has been done to make sales- 
men aggressive, not in an offensive way, the human ten- 
dency is to do the obvious and let the extra effort slide. Our 
own experience is that when we make a purchase in an 
automotive supply store, we are allowed to depart without 
any suggestion of something else that might interest us. We 
believe this condtiion is general. And it applies in other 
business fields beside our own. 

For instance: The United Drug Company recently had | 
a group of women shoppers visit hundreds of Rexall drug 
stores with instructions to make an intial purchase and then 
accept any suggestions offered for other sales up to $5 in any 





Mich. 








one shop. Each woman started with $150 in her pocketbook 
which she was to spend in thirty different stores. What was 
the net result? 

In only three stores out of the thirty did the clerks make 
any suggestion for a further purchase after the initial one 
had been made; that is one out of ten. In two other stores 
the clerk asked the old familiar: “Anything else?” But 
these two energetic salesmen made no definite suggestion. 

The largest amount any shopper succeeded in spending | 
in any one store was $4.06 for six articles. 
was $1.09. In one store the proprietor waited on a shopper 
and was so satisfied when she bought a 10 cent article that 
he made no comment or suggestion whatsoever. The result | 
in the thirty stores visited was a total expenditure of $15.86 
of the $150 actually intended to be spent. These stores took 
in only about 10 per cent. of the money they could have | 
had if the clerks had made a few simple suggestions for | 
further purchases. + 

Here is another experiment along the same line. The 
Security Investment Company of Riverside, Cal., selected | 
ten employees of varying age and assigned them to a busi- | 
ness block in which each was to visit a different store. Their 
instructions were to ask for an article costing between 25 
and 50 cents and then spend up to $10 if the clerk suggested 
other purchases. 

These ten people with $100 among them to spend man- | 
aged to get rid of only $10.32. Here again we find the 
stores getting only 10 per cent. of the sum they could have 
had if their clerks had used just a little initiative. 

Asking people to buy in a manner that pursuades is a 
vital part of any good salesman’s equipment. There are 
salesmen who manage to ask in such a way that if the 
customer had been intending to buy he would refuse from 
sheer aggravation. Tact and diplomacy make a suggestion 
of a further purchase a service, where lack of them makes 
it an affront. 

In this business of ours we must revive that old “Ask 
"em to buy” campaign and make it a part of every day’s 
selling proceedure. 


Stocking Advertising Furnace 

E HAVE just heard another aphorism from the lips 

of the late William Wrigley, Jr., who founded a gigan- 

tic fortune on a 5 cent article, purely by the grace of ad- 
vertising. 

“Advertising, 

running a furnace. 

Once you stop stoking the fire goes out. 

the condition of business, never stop advertising. 


”* said Mr. Wrigley, “is pretty much like 
You’ve got to keep on shoveling coal. 
No matter what 


” 





| 


The next largest | 


And that is pretty good advice in the present situation | 


of American business. 
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- Survey Reveals Need to 


Bolster Credit of Dealers 


(Continued 


capable of attacking and solving this 
problem. 
industry from infancy 


strength are not going to stumped 
by the mere problem of giving it a 
credit “blood transfusion” needed 
now to tide it over. 

Among the plans brought forth is 
that of the National Association of 
Finance Companies to make auto- 
mobile installment paper eligible for 
rediscount at the Federal Reserve 
Bank. This could not possibly be 
done before the next meeting of 
Congress. It is still to be proved 
whether such action would have 
immediate effect on the dealers’ 
credit. 

It would seem, however, that this 
needed extensioh of credit to the 
dealer is purely a banker problem. 
For the automobile manufacturer to 
attempt any direct credit action to 
dealers would only increase the obli- 
gation of the dealer to the manu- 
facturer to the extent of such loans. 
Dealers complain now of factory 
paternalism. 

Automotive Daily News has no 
cure-all plan for improving dealer 
credit but feels that by presenting 
the facts of the case such a plan 
may be evolved by the leaders of 
the industry which will lead to that 
end. 

This survey indicates, however, 
that there are certain factory- 
dealer relations which could be re- 
vised in such way as to result in 
improving the dealer's credit stand- 
ing at his bank, Among these is 
the cancellation clause in the 
factory-dealer contract as one deal- 
er puts it: “Give the dealer a con- 
tract that is a contract, not one to 
be terminated on thirty days’ no- 
tice. The banker naturally does 
not feel that the dealer has assur- 
ance of being a going business for 
no longer than thirty days at any 
time.” 

Other dealers complain of similar 
arguments put to them by their 
bankers. Some urge the transfer- 
ence of manufacturing economies 
to the dealer rather than the buyer. 
Others urge a manufacturer's allow- 
ance to dealers on used cars. Still 
others declare that the manufac- 
turer must accept some _ responsi- 
bility in controlling used car prices. 

Here is a concrete suggestion from 
another: “It seems to us that 6 per 
cent. is enough to pay for floor plan 


Men who have nursed our | 
to giant | 


from Page 1) 


|paper which could possi ly be ob- 
tained from the banks if the fac- 
tories were willing to back up their 
own merchandise to the extent of 
; 80 per cent. wholesale cost and guar- 
antee this paper by an agreement 
|to repurchase any distress merchan- 
dise. It would help the dealer if the 
factories would not advertise 
|list price and then charge the dealer 


and whatnot.” 

Question number one in the Auto- 
motive Daily News survey read as 
follows: “Have you observed any im- 
provement in the attitude of bank- 
}ers in extending credit .o automo- 
bile dealers?” Ninety-nine per vent. 
of the answers ‘> this question was 
“No.” 

Question number two, ‘owever, 
qualifies number one, in that it de- 
fines whether or not the banker’s 
attitude is satisfactory to .he deale~. 
It reads: “What is your personal ex- 
perience in this respect? Replies to 
this question indicate 25 per cent. 
satisfied; 33 per cent. dissatisfic 
26 per cent. not familiar with the 
bankers’ attitude and 15 per cent, 
not using bank credits. 

Some random replies in answer 
to this question are interesting: “We 
have been able to get all the credit 
from the banks we deserve.”’—“We 
had an open line at two banks, $35,- 
000 each, but have had no reason to 
borrow lately, but understand they 
are not making any loans.”—‘The 
bankers are insisting more firmly 
than ever on additional security 
covering loans, that loans be made 
for shorter periods.”—“Offered bank- 
er chattel] on all new cars in stock 
this week, also 100 shares reliable 
stock and I would pay in ninety 
days, he was not interested.’’—‘“No 
credit extended regardless of col- 
lateral.”—“‘We have not been handi- 
capped because our needs have been 
|small and we have been doing busi- 
ness with the same bank for twenty 
years.”—“Bankers are unwilling to 
promote our business whether se- 
cured or unsecured.”—‘“Not very good 
as we have had to put the business 
into equity receivership to save it. 
Bankers are afraid of cancellation 





j}claw> and other things such as 
tie-up on model changes.” 

Question number three on the 
| Automotive Daily News _ survey 





reads: “If the bankers’ attitude has 


improved, do you attribute it to an 


for advertising bumper, tires, wheels | 





| 


one | 











actual loosening of credit or is it 
due to a reorganization on your 
part which Would lead the banker 
to consider you as a better credit 
risk, or both.” Some random an- 


(Continued on Page 11) 


para 
| COMING EVENTS }} 


NOVEMBER 


11-19—Glasgow, Scotland. Motor Show. 
14-16—Atlanta, Ga. National Tire Dealera’ 


Association 
15-17—Houston, Tex. American Petroleum 
Institute Meeting 


17—Cleveland, oO. 
Manufacturers’ 


Storage Battery 
Trade Practice Con- 


ference. 
19—Charlotte, N. C North Carolina 
Truck Owners’ Association, meeting, 
18-Dec. 4.—Paris, France. Aeronautical 
Show. 
DECEMBER 
1- 2—Washington, D. C. Highway Re- 
search Board, meeting 
2- 3—Detroit. National Standard Parts 


Association Convention 
5—New Orleans, La. Association of 
Asphalt Paving Technicologists. 
5- 9—New York. Annual Meeting A. 8. 


M. E. 

5-10—New York. Power and Mechanical 
Engineering Exposition 

5-10—Detroit. Motor and 
Manufacturers Association, 
tion, Hotel Statler 

5-10—Detroit. Third Annual Joint Trade 
Show, National Standard Parts As- 
sociation and Motor and Equipment 
Manufacturers’ Association, Conven- 


Equipment 
conven- 


tion Hall 
6- 8—New Orleans, La. National Ase 
sociation of Finance Companies, 


annual convention 

12-145—Springfield, Ml. 
Association annual convention, 
Nicholas Hotel. 


JANUARY 


7-14—New York City. National Automo- 
bile Show, Grand Central Palace. 
j-14—San Francisco, Cal. Motor Car 
Dealers’ Association of San Fran- 
cisco. show. 
7-15—Los Angeles, Cal. 
Car Dealers’ Association, twentieth 
annual show 
14—St. Louis. Automobile Dealers’ As- 
sociation Show, Midwest Terminal 
Building. 
9—New York, N. Y. Society of Auto- 
motive Engineers’ Show. meeting. 
12—New York. Annual S. A. E. dinner, 
Hotel Pennsylvania. 
14-21—Newark, Newark 
bile Dealers’ Association, 
15-21—Cincinnati, O. Cincinnati 
mobile Dealers’ Association, 


Automotive Trade 
St. 


Los Angeles Motor 


Automo- 
show 
Auto- 
show. 


16-20—Brooklyn, N. ¥Y. Annual Show. 

16-23—Detreit. Highway and _ Building 
Congress 

21-28—Boston,. Mass. Boston Automobile 
Dealers’ Association. Boston Com- 
mercial Motor Vehicle Association, 
show. 

21-28—Detroit, Mich. Detroit Automobile 
Dealers’ Association, show 

22-26—Detroit. Annual S A. E. meeting, 
Book-Cadillac Hotel 

27-Feb. 15—Cairo, Egype. International 
Salon. 

8-Feb. 4—Chicago. National Automobile 
Show. Coliseum 

28-Feb. 5—Washington, D. C. Washington 
Automotive Trades Association, 
show. 

FEBRUARY 


4-11—Indianapolis. Twenty-second annual 
show, Indiana State Fair Ground. 

9-11—Springfield, Ill. Springfield Auto- 
mobile Dealers’ Association, show 

11-18—Kansas City, Mo. Kansas City Mo- 
tor Car Dealers' Show. 

27-Mar. 14—New York City. Chemica) Ex- 
position, Grand Centra! Palace 

20-21—Cleveland, O. National Petroleum 
Association 


— 





For 16 years Tungar has lead the field of battery chargers in 
popularity. Today there are more Tungar Battery Chargers in use 
than all other battery chargers combined. There is a reason! G-E 


engineers have constantly added new features to the Tungar line. 


For economy, dependabilty and ease of operation Tungar Chargers 


rate the best. 


The 6 battery charger. 
Charges from 1 to 6 
batteries. 


ing season this fall and winter 
ately for complete details about the Tungar line. 


You'll meed a charger of Tungar caliber for the big battery charg- 


We suggest that you write immedi- 


GENERAL @ ELECTRIC 


AUTOMOTIVE PRODUCTS 


MERCHANDISE DEPARTMENT, GENERAL ELECTRIC COMPANY, BRIDGEPORT, CONNECTICU? 
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‘In and About Deiroit Plants 


By Chris Sinsabaugh 








| the dealers there most enthusiastic over next year’s pros- 
pects. Of course the factory is tapering off on production, 
but this does not mean any idle moments for executives and 
| others. There’s another year coming, and it isn’t very far 
|away, either. 


TRUCK LINE QUITS 
PENNSYLVANIA TO 
AVOID RETALIATION 





4 * * 






Philadelphia, Pa., Nov. 11.—The 





Pontiac 


(Continued From Page 2) 











The adoption of the name Continental Automobile Company 
for the automobile unit is regarded as a logical step. Vice- 
President Rockelman is perfecting his sales organization 
and inside of two weeks his field men will be out in their 
assigned territories. At the present time these field men 
are being given a training course at the factory. Extensive 





| set to start production when the signal is given. 







neer, with offices in the Riker Building, Pontiac. 


Little is leaking out as to activities at Pontiac, but if 
one can read the signs it is apparent that the factory is all | 
William R. 
Manning, research engineer, who has a brilliant record and 
who had a lot to do with the development of Pontiac’s har- | 
monious balancer, has resigned to become a consulting engi- 


| thirty 


first trucking concern to fulfill the 
threat to evade the penalties of 
Pennsylvania’s new license require- 
ments for foreign trucks on regular 


| schedule in the state is the Conti- 
| nental 
| Market St. 


Delivery Association, 3712 
This concern, which operates in 
States, has just registered 
twenty-two units of its Philadelphia 


changes have been going on at the Continental plant on Kast 
Jefferson in anticipation of the automobile activity. A new 
reception room has been put in on the first floor, which will 
also include a display room. In this hall, which is about 
30x80, will be displayed all Continental products, including 
automobiles, engines and the like. Production is expected 
to start soon. Roy Kerby, president of Dominion Motors of 
Toronto, which will build the Continental under the name of 
Frontenac in Canada, was a visitor this week. He will | 
announce the Frontenac a couple of weeks after the Conti- 
nental debut. 






introduce a 










* * 


Hudson-Essex 

Chester Abbott, general manager, contiues to watch the 
charts which show sales activities. He continues to find | 
interesting figures. His latest report shows that Hudson- 
Essex retail sales are exceeding shipments in a ratio of almost | 
two to one. Dealers’ stocks on hand decreased sharply dur- 
ing October. Abbott declares that the position of the Hudson 
company has improved steadily since the introduction of the 
Terraplane in July. There has been an actual increase for | 
the three months ended November 1, as compared with the 
Same period in last year of 1,313 units. This increase in| 
the face of a marked reduction in the figures for the industry 
as a whole is mirrored in the climb in position of Hudson | 
since the Terraplane took its bow. 


* 4: * 


Plymouth 


Chairman of the board, E. E. Hutchinson, along with 
Alvan Macauley, president of Packard, and C, F, Kettering | 
of General Motors, participated in the “Happy Days” broad- 
cast on Wednesday night over WJR, following the national | 
election. Mr. Hutchinson told his radio audience that he has 
sensed a better sentiment in the last few weeks. The activity 
at the Plymouth plant backs up this belief, for with 20,000 
orders on hand for the Six it is felt that dealers have confi 
dence of their ability to move the new stuff at a rapid pace 
Employment, it is reported, is back to normal, with more 
than 7,500 workmen turning out Plymouths. The indirect 
labor involved to build the 20,000 units ordered means, in- 
cluding suppliers’ employees, pay envelopes in which 300,000 
persons participate. Orders on hand now insure operations 
at the present pace of 1,000 units per working day for sev- 
eral weeks to come, possibly through December. Orders now 
are coming in at the rate of more than 500 a day. 

+ x 


Federal Truck 


At the present writing the factory is at work on several | 
state and municipal orders. The national election results, | 
with its promise of the return of beer, may mean consider- | 
able business for the truck industry, it is felt at Federal. 
With the breweries in operation, there should be a demand | 
for motorized equipment, which truck manufaeturers will be | 
quick to take advantage of. There has been a factory change 
which now gives Federal a showroom at the plant that is 
69x3414. The printing plant has been removed to the second 
floor and that space combined with the original showroom. 

* ” * 
Packard 

Packard's prestige as an engine builder has been 
enhanced by Gar Wood’s international victory in the Harms- 
worth Trophy race. Proof of this pudding is had in the fact 
that so many people have visited Packard’s Woodward Ave- 
nue store, where Miss America X was on display, that it has 
been found necessary to move the boat to the Jefferson 
Avenue branch. More than 4,500 people a day had so 
jammed the Woodward Avenue place that automobile busi- 
ness was interfered with. They came from all over the state, 
too. Clarence G. Weiss, employment manager of Packard, | 
has been drafted, or, rather, loaned to the city to reorganize 
the statistical organization of the welfare department. The 
Packard Girl’s Club, made up of 100 of the young women at 
the plant, has been holding a series of bridge and dancing 
parties at the factory for the purpose of raising funds to be 
spent on poor families at Christmas time. 

. . + 
= 
De Sot 

President Byron Foy was here Thursday for his weekly 

visit at the plant and listened to the report of General Sales 


Manager Roy Peed, returned from the Pacific Coast, where 
he conducted the De Soto-Plymouth meeting. Peed found} 


4: eee 





















Following Chevrolet’s announcement today thta it will 
“radically new line’ 
50,000 of the new 1933 series will be required for dealers’ 
announcement purposes alone, it is expected the plants are 
on the eve of starting production. 
operation on the new program for a conisderable time, and it 
looks as if assembly is about to start, too. 





| fleet in Delaware. The necessity for 

acquiring registration in each of 
| thirty states in retaliation for Penn- 
sylvania’s law would greatly increase 
|; operation expense, its officials as- 
sert. 

J. Wallace Fager, secretary of the 
Pennsylvania Motor Truck Associa- 
tion, says reports reaching his office 
indicate more than three hundred 
vehicles now garaged in and operat- 
ing out of Philadelphia were to be 
registered in Camden, N. J. 


a 


Chevrolet 


, 


next month and that nearly | 


The foundry has been in 





— 


Minimum investment. Maximum 


turnover. Prices in line with the 
times, yet quality higher than ever 
before. A definite, well defined 
plan of action in the field. A sound 
sales and service policy that has 
proved itself through years of 
successful operation, and assures 
you of a profit on every type of 
battery. That’s what Willard offers 
»-.- and 35,000 dealers like it. 


“IN A WORLD OF CHANGE CLING 
TO THAT WHICH ENDURES" 


ROMAN PROVERB 


. Willare 


WILLARD STORAGE BATTERY CO. 


CLEVELAND «+ LOS ANGELES «+ TORONTO, ONT. 


* 
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FIRST 15 STATES [tires ee wth rear tro aes som to bare tener! JORDAN REORGANIZED; |2<ferc un, "sn 


, 1930, foll d d d failure of financing through reor 
SHOW NORMAL DROP _|ss compares with 461 im the same jsince 1090 folowed ee ond then| PLAN MEDIUM PRICED |eanisation, (°° 
IN OCTOBER SALES 46 this year, against 41 in 1931, and | has turned upward in December. It STRAIGHT EIGHT LINE WIRE PLANT RESUMES 


Lincoln, with 51 sales, as compared |js quite possible that this year the 
with 31 in October, 1931. down curve, as far as production is oe one aa ce oa 11.—The 
. It may not be out of order to call | concerned, reached bottom in Octo- (Continued from Page 1) ew York Insula ire Company, 
(Continued from Page 1) our readers attention to the fact| per and will turn upward in both . a unit of the Essex Wire Corpora- 
the October passenger car figures; that the normal trend of vehicle November and December. It is understood that the plans call/tion, is installing new machinery 
for the introduction of a straight|and calling back a number of for- 


j sales is steadily down during the fall pnisianitangglaanmimaeaae 
so far reported it is interesting to eight to sell in the medium-priced |mer employees preparatory to re- 


- and early winter months. Occa- 
note that three makes have been| ‘ionany the figures buck this trend,| CLASSIFIED ADVERTISEMENTS | ¢-1q/ Mr. McArdle said cars would | sumption of production. The plant 








able to show a gain over the figures | put not often. On the other hand,| IN THE AUTOMOTIVE DAILY pe in production early in 1933. produces insulated wire for the 

for the » same mont month 1 in 1931. These production figur figures during the past | NEWS BRING RESULTS ; Jordan Motor Car Company, | automotive industry. 
Cumulative New Passenger Car Registration Statistics, October, 1932 
n this table, states eturns for today: orida, Indiana, Kansas, Maryland, Nor arolina, Vermon 

In this table, 15 stat Ret for tod Florida, Indiana, K Maryland, North Carolina, V t 
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Delaware | | l | 1) 3| l 11 15 | 67} 1| 68 | 7| ] 38} 1| 6 13| 65 
Florida jij 1i| 10 3 15, «78 106 | 350} 3 353 | 17 2) «216 3| 12| 29; ”:«OD 
Tilinois | 39) 39 | 6, 91; 62) ~—«-250| 468[ 917, S18] S«985| 113| 28, —«638| 19 89) 120; —S*=«W'0077 
Indiana | 9 1] 10| 25 46 25 98 194] «396 4) 400 | 30| | ___ 308) gD 46 439 
Kansas | 5 5| 11 22 24 84 141 | 440) 2 442| 21) 4) «4377 2]. +22) #«+450| 536 
Maryland | 9 , Of 27 24 #24;  ~=54 129 | 322/ 2| 324 | 28) 3) —s«284] 6) ol) 5ij 403 
Michigan | _:10) 2;  #&«;312] 34 40 44, —=« 46 264 | 761| 10| 771 | 75) 13) «472 18| 74| 113} 765 
Minnesota ee SLC Ur 24 ~—~C~«YdszY 22 95| 152 | 381) —~Ss«C4 385 | 42 2; (369) 4| 42| 42) | 
North Carolina | 13 ] 13 | 16 10 27 85 138 | 734| 1| 735 | 31 2 540| 2 32| 46| 653 
North Dakota | on | a |] Si 28 | 70) | 5| l 64| 7 | 
South Carolina | a a fe 16 25 56 | 258 | ____258] 12| 221) ] 10| 16| 259 
Utah i ee r 6 3, ~~—SCt«wS ~ 24] 43) 44| 3] 4 36 ] 2| 8| 49 
Vermont | 2| | 2| 6, 1| 10| 16) 33 | 44 l 44| 10| 1|___—39 1| 4| 12 67 
West Virginia | ,)0COC~«<‘*;‘C;CWCOC[LOCCNCO 27 57, ~+1044 207/ - 209 | 12| ‘ij 153] 37 26; aii 
Wisconsin se Meat ceil 264| ; | 13 197] 4) 37] 43) 328 












5254} 51| 





Line Total 





129 | 1985 | 5305 | | 


Group Total | | 
















































































Delaware, 1931 | | 10 1 21| 32| 83| 3| 86 | 19 5 96| 2| 5 22| 148 
Florida, 1931 | 24 oa) 37) 15) 18) 201) 271, 403 “| 4034 43° 4, «446i ae 578 
Hiinois, 1931 | 77 10 87; 147, +96, +139; 581|  +963) 1305; 17; 1322) 167, ~—S77,_~—S—«1402] Ss GO]_Ss41| 228 2070 
Indiana, 1931 | 46 i) 53) 51). 94 53) 331) 529] 489)  3| «<492{ #70) (14 $46" S| 57 93 885 
Kansas, 1931 | 10) 1 11] 1314) 81155 213, «570, | SCO] 58 3 665) 3| 26; 87\ 842 
Maryland, 1931 | 17 i 18 | 36) i 22 175| 244 | 360 | 360 | 52 5 604 4) 13) -89| 7167 
Michigan, 1931 | 22 2 24| 80 72 78 ~~«44i1i 671 | 1040] 3| 1043 | 99 43 934 18| 101 139) 1334 
Minnesota, 1931 | 8 2 10[39)S—i|C SCD 549, Si‘ ]SsC«DYYCé 4,713 6| 36) 70 897 
No. Carolina, 31 | 19 19 | 58 14 56 194 322 | 616 2 618 | 54 é 880 4| 13, - ‘81 1038 
No. Dakota, 1931 | 3 3| 2S], iC tCiS C8 %e—Sti‘T=Ct(C‘CSC‘CéR*Y; 9| 77 ] 5| 13, —s—~*«i 
So. Carolina, 1931] 6| ~~ 6f 21; ——i|st—“‘iK:C*~*‘*S 119] 217 217 | 25| 365) 1| 7 30 428 
Utah, 1931 | 2 1 3] 3) | 6 9 ~~COB | 58| l 58 | 16 1 74| 1| 4| 6| 102 
Vermont, 1931 | 2 ee ee eel _6=~—h.. CO 29) 1; 74 1| 7 20 132 
West Virginia, 31] sl; SSS] ~S*~éiiCY]S*~«‘iSSOSC~*«‘ )S*C«iBYS*«édiYSSCSSC«D 258, «| ~St*«<“‘«‘i YC 6; 351 2| jj +50) ~~S™S*«S 

: | 266) i 609 









Wisconsin, 



































































































1931 2 
Line Total, 1931 26: 26 586 1: 118| 476| 1056 
Group Total, °31] l 289 | 4391 | l 6458 | | | 10385 
__ HUDSON GROUP _STUDEBAKER GROUP | WILLYS-OV’ = D GR’P NON-AFFILIATED MANUFACTURERS 
| § z i“ = ’ State 
States | £ ' @ = 1s = 5 = E 2 E = = wn Totals 
an oe a ee g % a Bs | 2 a > t £ E p s a Se | 
e |e; 2 (88 /e) 8] £ | eelee) € | 2] |] EE] eB] ae] aL ge | 8 
ele - a“ | 2 | @ - Bo) es & a i o z Si\2i:e@ia@ tai 
Delaware — 2 7] 1 5 6] 3) 3 | l 1| | | | 2| 2) a 170 
Florida a ee 7 — 7) 7. [a 965 
Hlinois ; 97) 13) 0} 137 | 97] 8| 105 | ij 4) 46) 12 S| 5| 3] 2,979 
Indiana |_| 10 65 | 4, +25) +12 “4i| 43 7 — «. | =. hUmctrlhmhUcChrLhmhmU.LULU 2 5| 1,251 
Kansas |, ij 3 28 17 48| 26 3 29 | 1| 1| ii[ qi, mo 9) Of 1s 
Maryland ; 4 06hlU CCtCi,SC“‘(‘i™CSSYYSCi‘ CCD 25 | ie 8) —Sti«CSG | li; ‘18 1| 5] 1,018 
Michigan | & iz; 107, ~*+5| ~~) ~SCi,SC“‘CSétrYSC;~*CCOC~C~«éa)STCUMYTCOCTt*~“‘“‘aY|S*‘C SC CUCU ACS] am 2,165 
Minnesota | 84 a. —. « 42 17 62 | 35 3| 38 | 17] i165.  ~ #*~«:| #14 24] .: | 1,263 
North Carolina | 53 | of a 13) 5 19} 16; —s«d 17] 3| | 1| 1 gC aif 1,701 
North Dakota | 5 eye weenie 3] | 3] | ee ee ee ee ee 191 
South Carolina | __23 eee ee ee oe l 3] ] ca? 2| 5| | 24] 647 
Utah | _ 12 3] 15 | 4) 3] 7| 3] ] 3] 1| 1| ee ae ae ee ee 
Vermont | 16 3 19 | 3, ~C*«~<‘“ | 9 1| 10| ee eee. ree 4| 1| 1| 2| _ 192 
West Virginia | 39 3 42] 1| 21) 5 27 | 20) 1| 21] | 1) 19] 2| | 12] 11| 2| | 666 
Wisconsin 3 | 17| 9} 903 
Line Total 580 86) 46 289 201 374 22! | 19} 9) 172) 73| 8| 156} 199} 51 240 15,585 
Group Total | 666 | l 536 | | l 396 | | | | | | 
Delaware, 1931 | 2| 1| 3] 6) 6] 3| l 3| 2| 1| 1) | | | 9| | 2| 297 
Florida, 1931 | 2 ij —=—st=“‘éV@zYSCO!#O#~;«NY!!™C*~d!té~<CS YtSC<CS*é‘i SY ge ee rer nee ae 7| 3| 3] 1,416 
Illinois, 1931 | 87 36| 123 | il| i160 | 1264 —T 14] 140) ‘i; 24 i y loa, 47; + +8| (155) 107 30] 32), 5,412 
Indiana, 1931 ] 53| poe nr en nen oe eens 69) ———7 “3| 6, Ss 21,5] 8 19} 6| 7| 2,347 
Kansas, 1931 | 33| 18] b1f—3| 365 #+o9f 83) #47 904 2) 8| 6 iv 22) 7 9| 8} 1,879 
Maryland, 1931 | 33) 8] 4| #4 | #36 40) 4.29; +44, #337 1 10] 23) 10| 1| 38) 22) 8) 9| 1,629 
Michigan, 1931 | 117, 43; ~+160| 8| | 54 62} 83) iij 94] 24] 45) 32/ 17, 35) Sl] 82 12 | 3,636 
Minnesota, 1931 [16 (12) ~=~=~=S28| 6; ~| + +62| 68) 50| 6| se, 7 2 4 2 ii 37|____—30) CCB 
No. Carolina, °31 | 31, —«10)””téti‘(‘éA‘*Y)SO!#~;«S S:tS*~«~*;SC~<C~C~*it)S™~C~«CYC«d)CSCSC~YSS*~<“CS*ésSTY i0| rT 2] 3| i 6| 5| aay SSS—=i AL 
Ne. Dakota, 1931 | 3) | 3])—~CSSt~CS?t*SCSt*C?”t*CSSsrYS*t*CS?s*StttiSSi 1] 4 i 7 | 1[ 280 
So. Carolina, 2 i, 5] 2| 2| 2| 5| | 4| 4| ! 814 
Utah, 1931 =, a 13) a ee ne eee 3) 5| 1| | ] 3] i} 23 
Vermont, 1931 | o rs i] a | | a ee EE ee ee ee See ee 8} a 3) = 
West Virginia, 31 15,3] —SStS~=~iBYS=*S 21; 22] 38 VS... UL... lO 2) 15] 14) 19 8] 1,169 
, wow fs | SCO ee on 3] ij 32] 13] 47] 19} 9) 14] 1,467 

























39) 





Wisconsin, 1931 
Line Total, 1931 l 55| 350} 
Group Total, ’31| l l 656 | Nl l 648 | | l 671 | | | | 


*Not in production, 













188} 63) ~——- 429) 
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ZINC DIE CASTINGS SEE 
WIDER USt 


An important factor in the wider use of zinc die cast- 
ings by the automotive industry has been the marked im- 
provement in alloys that have become available. This 
improvement has resulted, in large part, from extensive 
research work conducted by the New Jersey Zine Company 
and from gradual changes in materials and in die casting 


Production -- Engineering -- Factory 








RUBBER COVERED 
VALVES 


Rubber covered valves for auto- 
mobile tire tubes are the newest con- 
tribution of Goodyear Tire & Rub- 
ber Company engineers to the field 
of tire improvements. 

Advantages of the rubber covered 
valves are: 

First, they are vulcanized to the 
tube and employ no locknut to work 
loose or start air leakage around the 


New Line of Roller Bearings 


practice by which contaminati 


has been avoided. 

Zinc alloys available today have a 
tensile strength approximating 50,- 
000 pounds per square inch, making 
them considerably superior to ordi- 
mary gray cast iron. Die 
of course, require little if any ma- 
chine work beyond that needed to 
remove fins, and lend themselves to 
ready finish by plating or by the 
application lacquer or other types 
of synthetic finishes. 

An alloy termed Zamak 2 is among 
the most widely used alloys of zinc 
in the die casting field and is the 
strongest in ter fle tests of the al- 
loys furnished by the New Jersey 
Zine Company. Some of the later 
alloys developed by this company, 
however, have higher impact 
strength, especially after aging, and 
where this is a factor of importance 
Zamac 3. which contains no cop- 
per, is being recommended. Differ- 
ences as between these and other 
Zamak alloys are made apparent in 


castings, | 


ee - 


| 
} 
| 
| 





on, especially by lead and tin, 


more closely approximates the ideal 
method of rapidly determining 
whether the extent of small aging 
changes is objectionable for a given 
use. Inspection of the 95 degree C. 
annealing test data in the charts 
above will show the characteristic 
changes in properties and dimen- 
sions. Even with the dry-air an- 
nealing test, no correlation is yet 
available to show how long a period 
of service exposure would be re- 
quired to produce the effects noted. 

It will be observed from Table II. 
that these alloys in common with 
other commercially popular metals 
and alloys are subject to slight ag- 
ing changes in dimensions. For 
great majority of applications these 
changes are of negligible importance. 
In certain applications. however, 
close tolerances, clearances or deli- 
cate alignments require absolute 
stability of dimensions. It may be 
necessary in such cases to choose an 
alloy such as Zamak-3 because of 


a report recently issued by the New |itS maximum dimensional] stability, 


Jersey Zinc Company, from which |#nd to submit castings to certain 
A } and the | Stabilizing anneals. 


the accompanying charts 


following particulars have been ab-| kept in mind 


stracted. 

Improvements in the casting proc- 
esses and a bctter knowledge of the 
potentialities of zinc alloys have all 
aided in the production of die 
castings of both greater and thin- 


ner cross section, and of greater 
strengths which have made die 
astings available for mechanical 


performances hitherto deemed inad- 
visable. 

Certain essential physical charac- 
teristics, such as adequate tensile 
strength. impact strength and di- 


mensioned change, are indispensable | 


to the prospective 
castings. The accompanying charts 
and table I. show the physical prop- 
erties of the Zamak alloys. 

A word of explanation regarding 
these graphs is in order, part cularly 
in connection with the use of the 
950 degree centrigrade steam heat 
figures. This test 
drastic corrosion test of a type which 
produces surface corrosion products 
on most metals. With the alloys in 
use in the early days of the die cast- 
ing industry this test was of consid- 
erable value in detecting the sensi- 
tivity of the alloy to intergranular 
attack when short time exposures, 
i. e., of less than ten days’ duration, 
were capable of producing this type 
of attack. 
the older alloys to correlate steam 
test exposure with service tests. 
vast quantity of data now shows 


relation to the service to be expected 
except for service under identical 
steam and temperature conditions, 
which, of course, are exceptional. 
The present value of the steam 
test lies in its ability to rapidly de- 
tect the presence of contaminating 
elements which would impair the 
usefulness of the alloy, and not in 
any possible prediction of the condi- 
tion of a similar casting after a pe- 
riod of years of service. The steam 


test has become an inspection tool 
rather than a measuring instrument. 
A @ry-air annealing test much 


is essentially a}! 


purchaser of die! 


| original size of the casting. 


| 


It was not necessary in| 


Al 





| 


It should be 
(1) that annealing 
processes have only been developed 
for Zamak-3; (2) that its only func- 
tion is to produce dimensional sta- 
bility and (3) that it is unnecessary 
if the machining or fitting operation 
is delayed until five or more weeks 
after casting. 

Zamak-3 can be successfully sta- 
bilized by the following treatments: 

(1) Heating to 70 degrees C. for 
ten hours or to 85 degrees C. for 
five hours, or to 100 degrees C. for 
three hours; all three treatments 
followed by furnace cooling over a 


period of at least five hours to room | 


temperature. 

(2) Heating to 70 degrees C. for 
twelve hours, or to 85 degrees C. for 
eight and a half hours. or to 100 
degrees C. for six hours, followed 
by removal from the furnace and 
aid cooling to room temperature. 
These treatments result in a nega- 
tive change in dimensions in the 
order of .0005 per inch from 


The die casting process allows for 
beauty of design as does no other 
method of metal forming. Intri- 


cacies of design are also achieved | 


with a minimum of expense since 
dies, once made, are good for lit- 
erally hundreds of thousands of 
castings, all of which are as sharp 
and true to design and dimensions 
as was the first. 

The use of inserts makes it pos- 
sible to take advantage of the par- 


: , | ticular properties of countless other 
conclusively that this test has no| 





materials at special points on the 
casting. Stampings, forgings, screw 


machine parts or molded products of | 


metals, pressed paper, wood, fiber 


or porcelain are being used as in- | 


serts in many die castings to per- 
form some special duty for which 
they are particularly suited. 
Although soldering and welding 
operations are possible on die cast- 
ings, these operations are difficult; 
and the application of a nickel plate 
as a basis for solder, and of inserts 
for the welding process, are advo- 





(Continued on Page 8) 


the | 


© 


base of the valve as is encountered 
with the clamped-in metal valve 

Second, in case of pucture the 
jrubber valve will slip back into the 
tire without tearing the tube which 
is not true in the case of metal 
valves with rim nuts. 

Standard metal valve 
used in the construction of the new 
rubber covered tube valve. The 
valve is an integral of the tube. It 
|fits into the rim hole under com- 
| pression providing a_ watertight 
| seal against entrance of dirt and 
| water to the inside of the tire. 
While primarily developed for use 
| on drop center rims in use on most 
;cars of recent manufacture, the new 
|rubber covered valve tubes can also 
| be used on many types of flat base 
| rims. 


| Shackle, Spindle Severs 


insides are 





The Western Automatic Machine 
|Serew Company is offering new 
| shackle and spindle savers, designed 
| to make it possible for one operator 
| to grease an entire car without as- 
|sistance. Alemite fittings are used 
|}on these savers, which are stated to 
tbe made from heavy double heat 
treated, drop forged steel. They are 
|cadmium plated to make them rust 
| Proof. . The tips are case hardened 
| to insure a tight fit. 

The universal shackle and spindle 
saver is designed for use on both 
frozen shackles and spindles, and 
is suitable for a majority of Zerk 
equipped cars. In operation a small 
hook is inserted and the case hard- 


dened tip conforms to the spindle | 


| fitting. The adjustable clamp fits 
around the shackle, making a tight 
union, so the full power of the 
grease gun is obtained. It is ap- 
plied by tightening the wing nut. 
hurry shackle saver is also offered 
especially for small cars equipped 
with Zerk units. This is for frozen 
shackles only and not for use on 
| spindles. 


| OLSEN BOOKLETS 


The Tinius Olsen Testing Machine 
Company, Philadelphia, is issuing 
two new booklets on ifs testing and 
balancing machines and_ instru- 
ments. Booklet No. 8 deals with the 
road surface arter, concrete beam 
testing machine. 


Booklet No. § presents a descrip- | 


tion and pictures of the Olsen 
| pendulum dial load indicator lever 
weighing system and No. 3 type re- 
corder. Several sample graphs are 
|reproduced and the pictures are ex- 
cellently produced on good paper. 


MOTOREDUCER BOOKLET 


/ publishing a new pamphlet illus- 
| trating and describing its motore- 
ducer of both horizontal and vertical 
| types. The pamphlet contains tables 
of dimensions, horse power ratings 
and speed reductions. Numerous 
illustrations are added to various 
points in design and construction 


, embodied in the units. 





A | 


The Philadelphia Gear Works is | 








self- 


line of single row 
aligning radial roller bearings is being | Shock capacity is provided. 
|is taken by means of hardened and 


A new these are long rcellers, an exceptional 


Thrust 
offered by the Shafer Bearing Cor- | 
poration, Chicago, manvcfacturer of | 
Shafer radial thrust roller bearings 
and self-aligning units. 

A single row Shafer concave bear- 
ing (of full roller type) is used, with 
rollers operating between a straight 
outer race and a convex inner race. 
This is designed to assure liberal] | Shafer light duty bearings are avaii- 
radial load capacity. with ampie|]able in flange units. hanger boxes 
provision for the limited thrust ca- | and take-up units for shafts from 
pacity needed in applications having | #%& inch to 2, inches. inclusive. All 


| moderate loads. | housings are compact yet sturdy. to 


ground thrust plates. 

The new Shafer full roller single 
row bearing used in these units is 
also obtained sevarately. The bear- 
ing proper is self-contained and 
generous in capacity. in proportion 
to O. D., it is stated. 

In addition to the pillow block, 





| Full self-alignment is a feature of | meet the needs of light duty serv- 

| this new Shafer roller bearing. Self-| ice. These units are complete, ready 
alignment is obtained in the bear- | to install 

| ing itself, thus compensating auto-| A complete new catalogue known 

|matically for misalignment que 10 | as Catalogue No. 12, of the entire 

} inaccuracies in machining or shait| Shafer line of self-aligning units, 


| deflection under load 
| The bearing is of the rolie! 
| type, a retainer being omitted. Since 


T. J.HAY SEES NEED 
OF GREATER DEALER 


| will soon be available for distribu- 
| on, with detailed information as to 
size, dimensions. load ratings. etc 


SPRAYING OF METALS 


A department of the Perkins Ma- 


a 
ful! 


— 


ching & Gear Company in West 
ASSOCIATION SPIRIT) tp tor the’ spraying of metus and 


territorial rights to the process have 





(Continued from Page 1) been acquired from the Central 
: Specialty Company of Westfield, 
|as well as to renew the drive for oo : I , 
sales. The process } 1.3 
: 1e process is used to build up 
Ar ay pe 2 mpliment to 1 
| a H 2 ge —, ( si I + - machine parts that have become 
? rts § z se £ a allas ; : 
Pe ee — - > to Angeles, | Worm by long use, to make metal 
—_ — — 2 ‘a ils ~~ - ;'| Parts or surfaces resistant to cor- 
os oo — He "Wash | rosion, and to ornament metals used 
oa and, , + ’ ok ~ ane associa. | 2, the manufacture of various art- 
| He praise > dealer and associa-|; : s 
1€ “ere ae a : 3 s a ‘ which | icles in the home. More latitude is 
| F é 2S ints h : : 
omc ee . = “ I "| afforded by this process than in 
were visite iim peer : ‘ 
| we ‘ ‘ ordinary nickel and silver plating. 
| The National] Used Car Market plating 


Metals may be sprayed on a vari- 
| ety of meta] bases, and there is also 
|a wide range in the choice of metals 
used to form the surface covering, 
comprising practically all metals 
| that may be drawn and melted by 
the acetylene flame. 


| Report head also announced the ap- 
| pointments of George J. Gollmar as 
| the new Pacific Coast Red Book rep- 
resentative, and of R. P. Rice 
representative of the Pacific North- 
west Red Book. Mr. Gollmar has 
established headquarters at 714 W. 
10 St., Los Angeles, his territory em- 
| bracing California, Nevada, Utah 
|and Arizona. Mr. Rice, whose head- 
| quarters are at Seattle. is in charge 
of Washington, Oregon and the 
Pacific Northwest generally. Both 
of these executives are old business 


as 








| associations to die. These should 
|be resurrected or new ones estab- 
lished. Then we would have, in 
| addition to the National Automobile 
| Dealers Association and the National 
| Automobile Chamber of Commerce, 
associates of Mr. Hay, whose trip|# State organization in every com- 
west resulted in completing the N.|™onwealth and a local association 
U. C. M. R. organization. jin all towns of consequence in the 
Discussing the urgent need for |imterest of the actual retail selling 
strong local, state and national deal- |#d in keping with the importance 
er associations, Mr. Hay expressed |°f an industry having 40,000 dealers 
himself as much impressed with the | "gaged in marketing. 
good work that can be done by trade| “C. A. Vane, general manager of 
associations “with the united and|the N. A. D. A., recently suggested 
wholeheatred co-operation of deal-| 4 interesting plan whereby the 
ers, distributors and branches.” factories may aid state associations 
“An industry of the magnitude of | in combating unfavoraple legislation. 
the automobile business needs org- | If this were done, it would be very 
difficult to get over locally or na- 


anization in every state in the Union | @ , 
to handle both statewide and Yoca] |tionally laws aimed at our industry 
or to put over the multiplicity of 


activities,” he added. “No town with | : 
unfair tax burdens. 


more than two or three dealers | ie 
should be without its local associa-| “Motorists are wililng to pay their 
share, but only by complete organi- 





tion. 








LIGHT portions shew parts using zinc 


“Many fields of activity are open 
to secretaries of such associations, 
the proper handling of which would 
result in increased profits to all 
automobile dealers. There is, of 


course, such organizations now in 
important cities from coast to coast 





and from Canada to Mexico, but 
unfortunately there are many points 
where dealers have allowed their 


zation can we keep them and our- 
selves in the trade from being vic- 
tims of every tax scheme in forw- 
eight state legislatures, plus the two 
legislative bodies in Washington, 
Since the automobile industry is 
considered America’s leading indus- 
try, it should as such be outstand- 
ing in its organization for better 
business.” 





aca 
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Chevrolet to Announce 
Bigger and Better ’33 Six 


(Continued from Page 1) 





I 
é 









of a new Chevrolet Six, Mr. Knud-;record that the company added 
Sen stated. more than 800 new dealers in the 


Aside from economic consid2ra- last quarter, bringing the present 
total to more than 10,100, a mark 


tions, he sai at Chevrole Jas : ‘ 
aid tha Chevrolet was previously paralleled only in 1929. 
embarking on its 1933 program | Since no similar extensive addition 
shortly, because the company felt | of dealers has been made at any 
it was good business and that sat- | time in the past three years, the 
sof move, in view of Chevrolet's dealer 
isfactory sales volume would reward policy, is interpreted as an assur- 
any desirable product rightly priced | ance that the company anticipates 
and ably merchandised. Observance | sufficient volume in the future to 
of this policy during the past three enable its dealers to conduct profit- 

years brought Chevrolet a con- | 2»le ee cs formal | 

stantly increasing percentage of | Highlights of the formal an 

total available automobile business, "OUncement of the new car follows: 
Sa : . por “The »w Chevrole oO appear 

and in 1932 placed it in the most The new — reves, " Pe 
favorable comparative position it next month, advances standards 
| 





Pounds per syuare sch, 
8 
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Tensile atrength - 





: ver hase of motoring. ... Again 
has ever enjoyed in its twenty-one- , SY®TY Phase of 2 ae 
year history. he pointed out ’ Chevrolet has broken boldly with 
ee i jk ; the past wherever change means 

In this three-year period the com- | ; = = ' i tvle -omfort,. 
pany’s plants, although on curtailed Ss SS Ss 
schedules, never once closed for a smoothness, performance, safety, 

a , “| economy and dependability 
continuous shut-down exceeding “Fisher body craftsmen have 
thirty days, ¢ > v “ing , ‘. me 
the r on 7 _ am mn only Guring taken advantage of an even longer 

e regular annual interval between | woe} pase to contribute coach- 
closing out of old models and intro- work which is unique in the low- 
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I L >, 
duction of new ones. priced field, including dynamic new 5 “ "7 ° 
_Formal announcement of a new stvling and an invention which you . _ 

Six prior to the actual showing of | .j1 immediately recognize as one . 3” 
Egg Peo made Possible for Chev- of the most fundamental comfort . 2 

let this year, Mr. Knudsen ex- improvements of all time $ 346 
plained, becau. : au. unexpected and “And the experience gained in the 2 a a 
sustained upswing in sales extend- production of more than 7,000.000 ; s : 
ing from August to October brought cars. together with the marked ad- ; °* 4 
a depletion of field stocks much vantages that naturally accrue to : Mn 
quicker than anticipated. The re- the leader in sales, has made it XN (2 q 
Sult is that outstending stocks of possible to build the new Chevrolet > 
1932 cars in dealer's | ands are less at a price which takes account of | x 
than three per dealer—the best today’s incomes.” : - 
“clean-up” the company has ever ‘ 

al point since 1925, PAY PIPE LINE TAX! : 
when the Chevrolet dealer organiza- } 5 
tion was much sn aller than today Washington, Nov. 11.—Natural or} 3 
Mr. Knudsen said casing head gasoline is a liquid | : 
While the Chevrolet executive | product of crude petroleum poem = + 
did not indicate whether he expects | the meaning of the Revenue Act of : sf 
the comparatively excellent market | 1932, and the 4 per cent. tax which ‘ 2 Ja 
of early autumn to continue until | that act levies must be paid on its | a 
the new Chevrolet is displayed and |transportation by pipe lines, the | 0 
| 


into the new year, it is a matter of Bureau of Internal Revenue ruled 


Zamakel ZaomakA J Zamarns Zamako 









Above, effect of aging treatments on tensile 
strength: below,effect of similar -treatment 
on impact strength of Zamak alloys. 
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o-origihal. rt- after 1 year at. room teaper- 
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Right,cutting angles that give best results Pa 
with tools used in SaeREEeaS Zamak alloys. 


Cane ees | FRANKLIN REPORTS 
Vehicles Will Get the ZINC DIE CASTINGS SEE 


GOOD ACCEPTANCE 
WIDER USE OF NEW OLYMPIC 
Issue of November 30 (Conltaned tees Game 0 


(Continued from Page 1) 
cated. It should be pointed out;fatal to the desirable properties of | !¢ will respond actively where a 
that the use of lead-tin solders{ these alloys. product is so developed and priced 
; , makes it most important that such In requesting estimates from the | that it meets the current needs,” 
Fleet owners having 10 or more vehicles, castings are not remelted, for the| | sales executives say. “It is also a 


. : ‘ : : : : : r. acl 1 executl 
27,000 names, will receive the truck issue contamination by lead and tin is (Continued on Page 11) | alee tes ebdiieie that the pubile hes 


November 30. Entire Machol list being = — ve a - as money and is willing to buy when 
they are convinced of extraordinary 











used, with copies personally addressed. | 






Only Automotive Daily News can provide F] EE’ | OWNER | IS | rs | values.” 
3 such wide extra distribution at no addi- iat dite dis din tes ace 
tional cost to the advertiser. No. of men Ne. of vite: of psychological time is further dis- 
t to- 

OPERATORS Number of No. of teiladaieess Be —" <—s by the advent of winter, 
If you want to reach not only those owners HAVING Companies _ Listings required) Vehicles Contract Ww ich gives special point to Frank- 
‘ lin’s protection from the freezing 

but all exclusive truck dealers, important 10 ormore 18,500 22,000 27,000 1,600,000 59 weather just around the corner. 
bus operators, 8,060 passenger car dealers 100 “From every city where the Olym- 

or mor 1,150 2,100 3,400 700,000 210 . fern 

and important factory officials, use that : ; : : pic has been exhibited,” executives 
' issue with a page at $350; half page at 1,000 or more 75 600 1,000 300,000 300 state, “comes the word that the vast 






majority of Olympic buyers and 
prospects have never before been 
able to consider a Franklin because 
it previously was out of their price 
range. This number of first-time 
owners is expected to increase 
materially the upturn which Frank- 
lin normally enjoys at this particu- 
lar season. Most of the new owners 
declare that they have been ‘sold’ 
on air-cooling for a number of years 
and that they welcome a car in 
their price class which answers a 
long felt want.” 


$175 or a quarter page at $87.50. 
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Lists that show the Name of the Man te See and the total Number 
of Vehicles 





Forms close 2 days preceding publication. 
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This department is devoted to the interests of the retail sales divi- 


sion of the industry. 


Salesmen, this is your department. Automotive 


Daily News wants you to get something from this department that will 


help you in your work on the firing line. 


It wants you to pass on 


your own experiences, success, failures to help your brother salesmen. 


Send in your story in the form of 
let us get it ready for publication. 
may help another salesman to m 
you commissions. 

Dealers read this page. 


a letter, or even a postal card, and 
Your achievement or your mistake 
ake sales or avoid errors that cost 


Give us the benefit of your reactions on 


these problems that affect the work of your salesmen, the men on the 
firing line, the men who bring home the bacon or don’t. 





A NEW WAY 





OF SELLING 


TIRE CHAINS 


_ The Cadillac Motor Car Omen has devised a method | 
of increasing tire sales for its dealers which is both ingenious 
It adds a profitable item to the service de- 


and practical. 
partment’s list, but adds nothi 


promotion to the dealer’s budget. 
for any dealer that we take plasure i in offering it to our 


readers: 

An effective systematic plan of 
merchandising tire chains has long 
been a problem in the auxiliary | 
equipment business. The reasons are 
obvious. Chains are invariably 
needed in an emergency—ice, snow 
or bad roads—and the overwhelming 
tendency of human nature to pro- 
crastinate in the matter of prepared- 
ness has created a problem of dis- 
tribution which no one has yet been | 
able to successfully overcome. 

To the individual retail chain mer- 
chandiser, nis problem is to secure 
the largest possible portion of his 
potential chain sales. There are two | 
courses open to do this job. He can 
stock his shelves with large quanti- 
ties of chains against the advent 
of the first spell of chain weather 
and hope that his potential chain 
customers will slip and skid as far | 
as his place of business in the first | 
emergency, and not secure their 
chains at the nearest store. The 
other course is to conduct a strong 
selling campaign when his owners 
are in his service department, urging 
them to prepare their cars for the 
emergency, by purchasing a set of 
chains and putting them in the car, 
where they will be ready when need- 
ed. The latter course offers the best 
opportunity for success, although it 
takes more sales effort. 

For several seasons, some Cadillac 
branches and distributors have been 
merchandising Chains on the latter 
plan, with one all-important im- 
provement, which has reduced the 
required selling effort and increased 
the success of that effort. The plan 
is simply to sell steel tire chains to 


ing except a little energy and 
This plan is so practical 


is that he does not need them now 
and perhaps he can get through the 
winter without them. If he is of- 


|fered an opportunity to secure the 
insurance of tire chain safety if | 
needed, at no cost, except the loss | 


of interest on a $9 to $15 invest- 
ment for three or four months, the 
advantages are so overwhelmingly 
in his favor, that he is willing, in 
fact, he is anxious, to take advan- 
tage of that opportunity. 
buying an accident insurance policy 
on which you deposit the premium, 
and if at the end of its term you 
have had no occasion to _ collect | 
against that insurance, your pre- 
mium is refunded in full. All of 
these facts are important selling 
points, which will bring home to 
your owners dram. tically 


|vantages of this offer. 
very profitable. | 


They are exceptionaly profitable if | 


Chain sales are 


merchandised on this basis, because 
they eliminate the necessity of 
making big investments 
stocks and running the 
poor selling season, which 
your shelves filled 
dise which must be carried through | 
the summer. 

We urge every Cadillac distributor 
and dealer to put this chain selling 


risk of a 
leaves 


plan into effect in his service de- | 
| partment at once. 


If enthusiastic- 


ally and consistently carrie out, it 


will make the coming chain season | 


the largest and most pro‘itable yet. 


Seefocfocfocfocfecfoofecfeesoofeafeeteefoeeeferfeeiefefebeteefe. are four showcases with each aie | 





cwners, in the fall and early in the 
winter season, on the basis that if 
the owner does not use the chains 
during the winter—up to and in- 
cluding April 1 of the following | 
spring—they will be accepted for full | 
credit, refunding the owner 
money where desired. 
This plan is the most 
and successful one for selling 
chains through automobile oa 
| 
| 


oo te 
his | 


practical | 
tire | 


service departments that has yet 
been devised. It offsets every cus~- 
tomer objection and offers them 
every possible advaniage. 

The percentage of chains unused 
is small, the percentage of chains | 
returned for credit is still smaller, | 
because, except in rare sections, no 
mectorist goes through a winter sea- 
son without having at least one ex- | 
perience when he direly needs 
chains. When they are in his car, 
he is prompt to utilize them and 
avoid the risk of loss of life and of 
property in wHfch skidding acci- | 
dents result. 

Every motorist recognizes and ap- 
preciates the security of chains 
when weather and road conditions 
require their use. A _ set of tire 
chains in the car is almost as es- 
sential as a windshield wiper. They 
are both equally important in an 
emergency. No owner would think | 
of driving a car without an adequate 
windshield wiper, and merely be- 
cause he less often needs the serv- 
ices of chains he fails to appreciate 
their importance to the safety of 
himself, his passengers and his 
family. 

Most owners’ objection, or per- | 
haps we should say refusal, to pur- 
chase tire chains when approached, 








lnow at 409 North Tryon St., 


| vice-president and A. P. 
|retary and treasurer. 
operate the Reo and Auburn deal- | 
ership at 365 Orchard St. under the | 


: DOL N GS 


CHARLOTTE, N. C. 


Piedmont Auto Exchange, 
plans 
to begin construction within the next 


The 


|three weeks of a three-siory fire- 


proof garage and automobile storage 
building, George Gilbert and Robert 
W. Buckley, officers of the company, 


/announced. 


NEW HAVEN, CONN. 


P. J. Ajello has been elected presi- 


| dent of P. J. Ajello, Inc., 365 Orchard 
| St., 


New Haven, which has paid-in 
M. A. Parlato is 
Ajello sec- 
The concern 


capital of $29,000. 


trade name, New Haven Reo. 


MINNEAPOLIS 


Formal opening of the newly ac- 
quired dual showroom building at 
1416 and 1420 Harmon Place and 
the acquisition of a sales franchise 
for the retailing of Ford automobiles 
has been announced by R. E. Lang- 


mack, manager of the McGonagle | 
Motor Sales Corporation, distributor 
of Lincoln automobiles. 


MOUNT VERNON, N. Y. 


De Soto Motor Corporation today 


announced the appointment of War- 
ren Motors, 
direct dealer. 


Inc., 410 East 3d, as a 





ihe ad- 


in chain | a 


with merchan- | 
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An idea, a can of paint, a few 
show cases and a couple of settees 
| converted a corner of the service 


| Station of the Studebaker Sales Cor- 


| porati D St., : 
It is ike| =o at 1000 Dean St., Brooklyn 


|N. Y., into an attractive and profit- 
able waiting room for service cus- 
tomers. 

This space is a part of their huge 
| Servicing department on tne first 
| floor of a four-story building cater- 
| ing exclusively to Studebaker anc 
| Rockne owners 

A corner 150 square feet is roped 
off and painted a bright tangerine 
‘o make it stand out and attract the 
attention of the service customers. 
Diffused lighting in red does its 
share to make it attractive. On the 


|far side of the space is a display | 


dvertising “Royal Saxon Glaze.” a 
|polish that originally came from 
|Germany, but is now manufactured 
under a United States patent. A 
Studebaker is on a lift that rotates 
| with clockwise precision. One side | 
lof the car is covered with dust and 
| bears a sign “Before.” The 
| side is highly polished and bears a 
|sign “After.” This novel idea in it- | 
self sells the polish. 

The space is not only Waiting 
}room but contains an accessory dis- 
play. In conveniently located places 


a 


| ticle plainly marked with its in- | 

| stalted price. There are no high | 
| pressure salesmen. If an accessory 
| is desired the car owner is obliged to 

| | ask the service man about its merits 
| Then if he wants it installed, the 


same service man does the job and | 


| oefocferGoodecZoefongeefergengoefoofecfeofoodeese ese edooseeleeforgor, |receives the commission. 


| R. G. Trunnels, manager ef this 
|station declares that this idea 

|one of the reasons why the displa 
|has accounted for the doubling of 


is 


| the accessory sales for October over | 


September, 


There 1s nothing lacking in this 
| service station to give the car owner 
the maximum of service at a mini- 
mum of cost. 
| voted to the servicing department. 
|All minor repairs, such as silencing 
| body squeaks, changing oil and 
erease, tightening bolts, checking 
|ignition and all other such renairs, 
are done here. The office is also 
on this floor. A ramp starting on | 


| both sides of the first floor contin- 


| plant 


| tools. 


ues up to the top floor. 


The second floor is the painting, 
polishing and _ parts 
The former 
latest 


is equipped with the 
in spray guns and striping 
The parts department con- 
tains a stock valued at between $40,- 
000 and $50,000. 


The third floor is set aside aie the 


motor works. Complete overhauling, | 


ignition and transmission work is 
done here. There is also a brake- 
testing machine on this floor. 


The fourth floor is devoted to the | 


storage of new and used cars. All 
the new Studebaker and Rockne | 
cars that are sold in the Borough of | 
Brooklyn are first shipped to this | 
before they are delivered to 
the dealers and ultimately the own- 
ers. The station employs 160 per- | 








sons, 100 of whom are expert me- | 


chanics and service men. Each man 


The first floor is de- | 


department. | 
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r CARBON & VALVE 
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SPECIAL 


qouncestae © 

SPECIAL 
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| 
| 
| 


is a specialist and does not 
anything that is out of his line. 

| Every month a folder is sent out 
ito all the Brooklyn Studebaker 
| owners containing the specials of- 
| fered. This month's folder is a re- 
;minder that winter is here. The 
text on the front of the folder fol- 
| lows: 

To Our Owners 
|}tion that will help both of 
Bring your car in now to have it 
|prepared for winter driving. The 
| first really cold mornine there will 
|be a string of cars at all our service 
|stations. Owners will be clamoring 
for attention and-—-in snite of our 
best efforts 
| evitable. 


other | | 





| Used Used Car Selling Prices 


‘these models should be sold. 


‘which they have been offered for sale by dealers 
Other cities will appear in subsequent issues 


Detroit, Mich. 


| various cities. 


»|/ of this paper. 


; Make of Car 1931 1930 1929 1928 
NR ee os aa ..'550- 695 295 es Seta 
| Buick (Light) ."495- 659 295- 395 24! 65 
NeeIOR CRIB): occcccves &85 oe 295 100- 195 
Cees Oo vccacceses ae 795 450 
Ve TS > 1900 pen sats sae 
CONNER cc ccdcenaes '245- 365 135- 245 '85- 125 '485- 75 
oy Sn re a 275- 395 185- 295 145- 265 
Srmeeeer Bn cicecesas 595 a 
| De OE Re re 265- 359 195- 215 
| De OE RE ne 295 La aaa ves 
[Dodge 6 ..:.<ccccses B45~ 425 195-°225 195 125 
fo ae 405 ¥ ape ‘ 
BONE op scicetoscces 185-°295 115 195 '65-"140 sees 
|GraMam 6 .......... 185 75- 195 ae 
SS ee a 285 ecee 
[PEO vscscnenss 295 ec ae ‘saa 
Hupmobile 6 ........ 225 295 195- 295 ae 
| Hupmobile 8 ........ nae 265 eres 
| Lincoln ee a oie ace kt Pea 750 495 gana 
Me Mee: vss secs 95) 595-°795 395- 425 Seam 
Qo ae 250 eas aeau 
errr 345- 375 62.50- 250 95- 115 
| eee CARY.) acaccecs ae 875 
NN, sss psenanees 259 “100 nas hae 
[Oldsmobile ...cccoces 395 225-°345 165- 195 125 
ee a Jacke 645- 695 395- 465 ‘ 
IPIOUEN 6. sc ce ccess 185 75- 135 1110 ate 
Pontiae .....scecess. 265- 38; '175-'200 4175 *45 
a ne se ata 185- 195 
| Studebaker (Dic.) 525 285 a ot 
Studebaker (Com.) .. 598 295 eat °65 
| Studebaker (Pres.) Jog, boos 265 oan 
Legend: ‘coach; “coupe; ‘rec iter; ‘convertible; ‘victoria; ‘limousine; 
‘brougham; ‘touring or phae: «a. When no symbol is used the ear is 
|a sedan. 


repair | 


Here is a sugges- | 
us: | 


some delays will be in- | 


a 


BRAKE 
SPECIAL 





your car 


| special 


lone that applies to your car 
j}action will save your time and save 
money. 
stations can you be sure 


| your 
| service 
getting 


unable 
| Lime, 


Right now is the 


we operate : 


BROOKLYN DEALER DOUBLES ACCESSORY 
SALES WITH AN INEXPENSIVE DISPLAY 


These Specials Will Save Your Car and Save You Money 
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srtciat a 
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for 


prices. 


Only at 


genuine Stude 


(See list of specials inside of folder.) 

We work on Saturday afternoons 

| for your convenience. 
1 large number 


to visit our 


while 


| Saturday afternoons. 


Aubeneatien Daily to in this department eltees lon 
the benefit of its dealer and salesmen readers 
of prices at which used cars have within the past few days 
been offered for sale by reputable dealers in various cities. 
| These prices will vary on condition and from other causes 
| hey are not presented as being the exact prices at w hich 
but simply as the prices at 


time io prepare 
cold weather. 
| duce you to act now, we have pre- 
| pared a selection of special jobs at 

Look inside for the 


Realizing 
of our 
Station at any 
quick service de- 
| partment which is prepard to ren- 
der you service 


sa compilation 
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To in- 


Quick 
Studebaker 


baker parts. 


e 


owners 


you wait on 


in the 
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MERCHANDISING 
ACCESSORIES 
EQUIPMENT 
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JOBBERS TELL ADVANTAGES 


IN ATTENDANCE AT SHOW 


The comments of a satisfied customer constitute the best 
recommendation of any product or service, 
statements of a few prominent automotive jobbers in widely 


separated sections of the country, who have attended the} 
interesting and| 


previous Joint Trade Shows, present an 
convincing picture of .the many practical reasons why every 
jobber who is invited to attend the show in Detroit next 
December should not fail to make the most of the oppor- 
tunity, especially at this particular time: 


“At the annual trade show I see® 

the 2 } sts of our még fac- ' : 

he lat “ products of - — - visit the Trade Show this coming 
turers, my inquiries are answered fall because of the opportunity to 
fully and intelligently by those in|... what new items manufacturers 
ahh a > s ar 
oe 1 ° one = : cy |may have developed during the 
+. ; a. tie ee wares a year and be properly posted as to 

ad £ z ‘ePrs £ : ‘ : 

2 — . . os th ager = ‘}what is going on in the industry | 
avove a, 5 met rere the execu-|onq especially appreciate the op- | 


tives of those firms with which I am 
doing business.’"—George F. Morri- 
sey, Northwest Bearing and Parts 
Company, Seattle, Wash. 

‘ * 


+ 


portunity to contact with the execu- 
|tives of various manufacturers. I 
j}feel also that the opportunity pro- 
vides a certain inspiration which is 
lespecially necessary under present 
| conditions.”—Elton R. Seager, Cleve- 


“If the wholesaler does not keep 
In touch with the affairs of the in- 


| la , 
dustry, surely he cannot make the |! nd, O ees 
progress as one who has that con-/ “tn fifteen years of buying ex- 
tact. If there ever was a time in| perience the writer believes that 
the history of the automobile supply | has never existed a period when 





business when wholesalers should | manufacturers were as anxious to 
attend the show, it seems to me that | strengthen their outlets as at the 
it is this year.”"—Oscar J. Koepke,/ present time. Competitive quota- 


Corpus Christi Hardware Company, 
Corpus Christi, Tex 
« « 
answer to the show 
question is: Do we expect to make 
business in our line better next 
year? If we don’t, let’s admit defeat 
and stay away from the show. If| “With the display of the latest 
we do, I believe this show will be a | developments and ideas of our won- 
part of the stimulus that is essential |derful and fast-moving industry, 


believe, make the close 
|which are possible at a trade show 
}a decided advantage.”—V. C. Ander- 
ison, Motor and Axle Parts Service, 
Inc., Chicago, Il. 


. 


“The real 


* . 


to every jobber’s confidence.”—R. A. | the show will crystallize for the at- 
of |tending jobber vague and wander- | 


Kiken, Motive Parts Company 


America, Inc., Chicago, Ill. j}ing thoughts into definite and ag- 


* *« « |gressive plans for going forward in 

“The joint shows of the M.E.M.A./|the new year. That will be a tre- 
and N. S. P. A. hold much of value | mendous advantage throughout the 
to the jobber, but if they served no | year over the jobber who short- 
other purpose they would fully jus- | Sightedly does not attend.”—W. R. 
tify themselves by the annual op- Crow, Crow-Burlingame Company, 


portunity they afford the jobber to Little Rock, Ark. 


personally contact many manufac- | oe 
Famous Trophy on Exhibit 





turers’ executives to the great benefit 


of their business relationship.’””—G. | 

B. Shearer, Jr.. Gaul Derr & | 

Shearer Company, Philadelphia, Pa. | 
* * > 


“[ have noted with pleasure that! The historic Wheeler-Schebler 
the manufacturers have responded | ‘Trophy, first offered as a racing 
wholeheartedly in the reservation of prize twenty-one years ago, will be 
Space for the Joint Trade Show. | exhibited to the trade at the N. S. 
The eyes of the business world will| p, A.-M. E. M. A. show in Detroit 
be focussed on Detroit at the time by the Ray Day Piston Corporstion. 
of the show and I hope our industry! The trophy, probably the finest 
will set an example to others by alever offered for the Indianapolis 





The following | 


|tions on many major lines should, I | 
contacts | 
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OLESALE 





GAS STATION SALES 
CABINET 






Editor’s 
Column 


+ | 
bh EEL EEE EEE EEL EET 


The joint trade of the 
A, next 


1M, E. W. A. and N. S, P. 
| month should be of greater interest 
i 
|to jobbers this year than ever be- 
|fore, In another column on _ this 
| page appears comments from job- 
| bers in all parts of the country, ex- 
| pressing their opinions as to the 
benefits of these joint shows. 
W. Wolson, jobber president of 
the N. S. P. A., says in this respect: 
“We jobbers, in spite of greatly 
improved public sentiment, will need 
; 7" ull of the information and ideas we 
- can possibly obtain to keep our 
| ‘ businesses up to par in 1933. 
: ‘The coming year will be one of 
The Aurora Equipment Company, | any changes. Manufacturers who 
Aurora, Ill, is just announcing &| have marked time in the hope that 
new gasoline station sales cabinet | their old lines would come back 
| for the presentation of accessory dis- | aye found that they must product 
plays. . |new merchandise and new ideas in| 
, This cabinet is 67 inches high, 36 | order to maintain their volumes. 
jinches wide, 24’ inches deep. It) announcements regarding these will 
is thoroughly weatherproof as the/ pe made for the first time at the 
glass is set in felt channel and the 


| | Joint Trade Show. 

| door and door jam so built that the| To me the show is a tremendous 
weather cannot drive it. time saver. It enables me to com- 

| The display part of the cabinet is | pare these lines and make decisions 


equipped with a pyramid stand in | which otherwise, due to the curtail- 





| 
| 


show 


| 


| 








the center, with an option of 2/ment in many manufacturers’ sales 
single glass shelf midway in the| forces, might not be made until the 
upper part of the cabinet if pre-| year is well under way and a large 


| ferred. We also have a revolving | portion of my market opportunity | 
} stand that can be placed in lost. 
cabinet at a slight extra. This re- “New lines, new products, new 


| volving stand is run by electric cur-/ sales plans and new profit oppor- 
rent, with a motor that requires | tunities will be unfolded in profu- 
oiling only once a month. _ | sion at this show. 

The lower part of the cabinet has “The jobber who makes money in 
one intermediate shelf and the door | 1933 must be thoroughly posted on 
jis equipped with an automobile | 41; these opportunities and attend- 


this | 
| 


| achieving, 
'awarded for sales of variovs quan- 


|grand prize winners. 








DISTRIBUTION 
SHOP EQUIPMENT 


REPLACEMENTS 


—— 


“X” Laboratories Prize 
Contest Concluded 


The baseball prize contest annu- 
ally conducted by “X” Labor v‘ories 
for jobbers’ salesmen has just been 
concluded, Throughout the baseball 
season, beginning April 15, and ex- 
tending to September 30, the con- 
test was divided into monthly in- 
nings, during which, for monthly 
handsome prizes were 


tities of “X” Liquid, “X” Flush, “X” 
Dry Cleaner and “X” Penetrating 
Lubricant. 

There was a wide variety of these 
monthly rewards, including Glad- 
stone bags, Dunhill pipes, chests of 
silver, sport bags, cigar tte cases, 


| wrist watches and many another in- 


dispensable 

Some three hundred jobbers’ sales- 
men during the five months of the 
series won such prizes; some of them 
in different months were two 4 
three time winners. 

The final inning, that of Septem- 
ber, grand totaled the entire sea- 
son's achieving in the baseball series, 
and several hundred dollars as 
awards were distributed among the 
The jobbers’ 
salesmen to whom checks were 
mailed for this grand prize money 
are as follows: 

Abe Grief, Lehr Auto Supply Cora- 
pany, Brooklyn, N. Y.; P. B. King, 
Risely-Leets Company, New Haven, 
Conn.; Arthur R. Hilse, C. S. Mer- 
sick Company, New Hoeven, Conn.; 
Herbert Dickman, Philadelphia 
Motor Accessories Company, Phila- 
delphia, Pa.; W. D. Harris, Phila- 
delphia Motor Accessories Company, 


| Philadelphia, Pa.; Fred W. Dalton, 


Kunkel Service Company, Bel Air, 
Md.; Leo Shaffer, Automotive Equip- 
ment Company, Newark, N. J.; Harry 


At Joint Show in Detroit 


handle, with a flat key lock in the 
handle. 
| Casters are regular equipment, but 
instead of casters lugs can be put 
| on for bolting to the pavement, if so 
desired. 

This cabinet is very finely made, 
the regular finish is olive green with 
orange top, or optional colors if de- 
sired. 


CHICAGO WAREHOUSE FOR 


After December 1 the Emsco- 
Jadson line of automotive products 


EMSCO-JADSON PRODUCTS | 


ance at the show is the logical and 
most inexpensive method of secur- 
ing this information.” 

Jobbers who want to keep abreast 
of the times find shows the most 
logical at which to make compari- 
sons and to learn at first hand what 
his neighbor is doing and how. 


| A Hint on Cooling 


E. Blackburn, S. & S. Auto Equip 
Company, Jamaica, N. Y.; W. B. 
Marquardt, the V. & M. Co., Akron, 
O.; George R. Moore, the Beni. 
Crump Company, Richmond, Va.; 
Jesse Goldberg, Lehr Auto Supply 
Company, Brooklyn, N. Y.; Fred W. 
Goosman, the Dorman Autv Parts 
Company, Cincinnati, O.; B. J. Pi °- 
terson, Pittsburgh At.to Equipment 
Company, Pittsburgh, Ta. 


SMITH & GREGORY PLANS 
BRAKE CLINICS 


Have you ever had a rush job on 
a small casting brought into your 
shop that is sorely needed by the 
customer as soon as possible, a job 


that must be pre-heated and al- 
lowed to cool slowly and completely 
before using, and have you won- 
dered how you can let him carry it 
away as soon as the welding is com- 
pleted without its being affected by | 


will be distributed in the Midwest 
| territory from a new warehouse at 
1290 South Canal St., Chicago. A 
complete stock of Emscc brake lin- 
ing, clutch facings, automotive ring 


New York, Nov. 11.—Commencing 
November 16 and every first and 
third Wednesday evenings at 7.30 
therafter until April, Smith & Greg- 
ory of New York, Inc., will hold edu- 
cational illustrated lectures in its 





record breaking attendance, with 
its attendant feeling of optimism 


and with the knowledge that we are | 
things.” — | 


going places and doing 
H. N. Nigg, Piston Service Company. 
Inc., Detroit, Mich. 


* 

have been attending these 
many years, and cannot 
See how any jobber can afford to 
Stay away trom them.’—C. F. 
Wright, Ballou & Wright, Portland, 
Ore 


“We 
Shows for 


“Any jobber or jobber salesman 
who has been really on the job this 
year has about exhausted his ideas 
for the promotion of business [ 
feel that a trip to the show is essen- 
tial to replenish ideas, get the latest 


Sales arguments, and see the latest 
in merchandise offered.’—J. H 
Northey, Southern Bearings and 


Parts Company, Charlotte, N. C, 


“We have always had representa- 
tives at every show since their in- 
ception and we have felt that the 
show itself was a benefit and that 
the contacts obtained all through 
the week were of great value to us. 
We intend to be represented this 
year.”—S. B. Dean, Nicols, Dean & 
Gregg. St. Paul, Minn. 

he 

“T often wonder what we would 
do now if we didn’t have this show. 
It is worth more to me and our 
organization in dollars and cents 
than any other thing that has ever 
been done by the associations of 
this industry.”—James J. Brennen, 
Piston Service, Inc., Seattle, Wash. 
* > 
the opportunity 


“[ appreciate Lo 


| race, is eight feet high, two feet in 
| diameter ..nd is made of solid silver, 
which alone is worth $5,000. 

The Wheeler-Schebler Trophy was 
awarded to the car leading the 500- 
| mile Indianapolis race at the 400- 
|mile post. To gain permanent pos- 
| Session of the trophy, a car owner 
|had to win three consecutive times 
|with the same make of car—a very 
| difficult thing to do. 

Harry Hartz succeeded because 
Billy Arnold, driving a Miller-Hartz 
| Special, was in the lead at the 400- 
|mile post in 1930 and 1931. Then 
| Fred Frame, in winning the 1932 
}race with a Miller-Hartz Special, 
also led at 400 mil... 

All of Harry Hartz’ cars are Ray 
| Day equipped and it is, therefore, 
only natural that his trop’, should 
| be exhibited at the shew by the Ray 
Day Piston Corporaticn through the 
courtesy and co-operation of Harry 
Hartz. 


LINK-BELT APPOINTS | 
NEW SALES MANAGER 


|Belt Company has recently ap- 
pointed George M. Sharer sales 


manager of its Eastern’ division, 
; with headquarters in Philadelphia 
; In this capacity he has direct super- 
}vision of sales of all of the com- 
|pany’s offices in the Atlantic Coast 
| States 

| Mr. Sharer is a mechanical engi- 
| neer ind has been connected with 
| Link-Belt in Philadelphia in various 
|}capacities for the past thirty-two 
years, 


Announcement is made that Link- | 


packing, fan belts, radiator hose. | graughts or wind? Here's a hint on | 
Jadson valves, guides, piston rings| how to do it. |Long Island City Service Station. 
and Emsco pistons will be ready for} after the welding is finished, |The entire series will be devoted to 
delivery to jobbers in the surround- | without waiting for the casting to|>r@kes—the construction, repair, 
Ing states cool, place it in a box or some other | Service and maintenance. 

The meetings will be in charge 


C. A. Gilbert, who has managed 
the distribution of Emsco-Jadson 
products in the New York territory 
for many years, will assume active 
charge of the Chicago headquarters 
as manager of the Eastern district. 
including his New York territory. 
Mr, Gilbert is a well known person- 
ality among the jobbers and the 
lrade and will give prompt service 
from these warehouses. Gilbert’s 
long automotive experience has 
taught him the value of right price, 
best quality, quick service. 


NO EXEMPTIONS FROM 


| Trenton, N. J., Nov. 11.—Motor 
Vehicle Commissioner Harold G. 


Hoffman announced today no com- 
|} mercial vehicles would be exempted 


from being equipped with direc- 
tional signal devices after Janu- 
ary 1. 


after examination of the vehicle by 
the commissioner, Hoffman said it 
was a physical impossibility to meet 
requests for examination of per- 
haps 140,000 commercial vehicles in 
the state. He said no funds for the 
| work were provided by the Legis- 
lature. 

| Hoffman said he is not in sym- 
| pathy with the law, asserting it was 
poorly drawn and difficult to inter- 
pret and enforce. 


SIGNAL DEVICE CODE 


Although the law enacted by the | 
last Legislature provides exemption | 


receptacle and cover it completely 


on all sides with dry slacked lime. of engineers from the various manu- 


facturers of power brakes, funda- 


Your customer can then take il} | 
away in his car or truck. By the | mental brake equipment, brake 
time he reohes his plant or shop it |@™ums and brake lining. Tickets 

of admission to anyone interested 


will have cooled down evenly and 
slowly and be ready to be put on the 
job again. Delivery time is saved, 
and the customer is well satisfied. 
Don’t try this method, however, 
for castings too large to be handled 
this way efficiently, because it is | 
better in such cases to keep the 
work under your own supervision | 
until the casting is cold and has 


in attending these meetings may be 
had by writing to Smith & Gregory, 
| 426-8 West 55th St. 


TUNG-SOL ANNOUNCES 
SHOW PLANS 


Headquarters for Tung-Sol Lamp 
Works, Ine., during the parts show 





lbeen checked for alignment and | 1 ‘ 
soundness. On small and mediumjin Detroit will be at the Palmetto 
sized castings, however, it works| Hotel, only five minutes from the 


well and may often be the means of 
pleasing a customer through the 
|extra service and speed rendered.— 
| Oxy-Acetylene Tips. 


‘FORD CLOSES ASSEMBLY 
PLANT AT MILWAUKEE 


! 


leconvention hall. At the show the 
| company’s cxhibit will occupy booths 
15 and 16. Tung-Sol personnel will 
be well in evidence, with L. R. Daw- 
ison of Chicago, W. S. Dawson of 
Cleveland, Z. S. Myers of Kansas 
City, Mo.; W. R. James of Detroit, 
G. A. Bodem and C. C. Bohner of 
New York in attendance. The De- 
troit office uf Tung-Sol is directly 
opposite the conventicn hall, at 4612 
Woodward Ave. 








Milwaukee, Wis., Nov. 11.—The 
| ford assembly plant in this city is | 
|closing down for an indefinite pe-| 


Ir This pl: has been turning | 
riod. This plant has er | WELKER-HOOPS DISSOLVES 


lout about thirty-two cars per day, | 

| with a force of 250 workers on part| Middletown, Conn., Nov. 11.—The 
| time schedules. Welker- Hoops Manufacturing Com- 
| Parts from the :4ilwaukee plant | pany, producers of automob le ac- 
| have been shipped to Chicago, where | cessories, has been dissolve after 
| production for this district is being | eleven years of operation by vote of 
concentrated until general condi- | the stockholders. Charles A. Russell 
tions and sales show a marked|of Haddam, a director, has been ap- 


‘change from the present low levels.’ pointed to receive claims. 
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ZINC DIE CASTINGS SEE ses.tfemntsotae stasis Survey Reveals Need to 
WIDER USE eaten 4 BE os ae Bolster Credit of Dealers 


Expansion in Inches of 6” Test Bars 
10 days lyr. 95° C. l year 


Semon —- Geel cae (Continued from Page 4) 
(Continued from Page 8) aiMin, °..[2! e108 0194 —0013_| swers to this are interesting: “Don't , stocking.”’ —“Combining units to give 
| (Average ,,., 0118  .0212 0000 | think bankers feel that conditions| dealer more revenue. 
diecaster it is very important that,castings have been successfully de-| (Max. ....... 0044 .0019 .0000 warrant any further extension of| “The factory's helpful attitude 
all the essential facts be given. Not| veloped and commercially applied. | 3 ome a rt toes oe to automobile dealers.”—‘“All | |along lines of reducing stock ‘even 
only should quantity, strength and/ But for the best results at minimum ae (0222 0170 | of the banks in this town but one | to the extent of repurchasing stock 
finish be specified, but afl possible|costs the type of finish desired 4 Min. ....... .0192 0060 /had their assets frozen and called| Have also been helpful in analyzing 
data regarding special requirements, | should be given careful consideration (Average .... 0207 .0263 oon | good loans for ready cash and had/expense set-ups in view of reduc- 
such as corrosive conditions which | while the product is still in the de-, , — eee oes aaes ‘tone — 0004 | to renew bad loans. We do not owe | tions. (This refers to our own fac- 
may be encountered, tolerances al-|sign stage. Lacquer and enamel jAverage ..., .0018 0055 —.0003 {any bank.”"—‘The bankers are very | tory)."—"To have wholesale man 
lowable on each important dimen- | finishes have been successfully ap-} (Max. ......, .0098 0113 0002 insistant on expense reductions andj stay away from us *"_“Highway 
sion, and special or local conditions| plied by dip, spray and brush for) 9) Min. o.s..++ ne ‘0094 —o02 | Upon receiving financial statements | safety plan."—"A liberal service 
such as high electrical conductivity | both decoration and utility. Elec- inipinonansn }each month, and are naturally in- policy.”—“The policy of the manue 
or extreme resistance to abrasion}troplated metal finishes are ef- clined to be more friendly after each | facturey in producing in strict ace 
of certain faces of the casting. | fectively applied by approximately COUZENS WILL MOVE expemse reduction.” — “Credit is cordance with demand. No pressure 
It is often possible to redesign the|the same process as is used on tightening instead of loosening. For | from the manufacturer to force re- 


part so as to make a more, ankis- | Gees metal. Gold, silver, bronze, FOR BUS CONTROL |ten years we have kept our credit |; 


factory casting if the caster is told!nickel and chromium have all been good and now the banker gives us 





the dimensions which must be re-j|effectively used for inside exposure. DURING NEXT SESSION the impression he is afraid of auto- 
tained for interchangeability. given | Chromium plating on zine die mobile paper.” 
the load or impact that the part| castings for durability under out- sane Question No. 4 read: “Have you 


must carry and allowed to alter the | door exposure requires an under- Washington, Nov, 11. — Senator experienced any difficulty in closing 
design in the cause of production | coat of at least 0.0003 inch of nickel. sales due to local bankers urging 
economy, metal soundness, ease of | Evidence has shown that in prac- your prospects not to wtihdraw their 
casting or other considerations. | tically every case of premature fail- that if the present organization of | lsavings to purchase automobiles?” 

The Zamak alloys, without excep- ure of chromium plate on zine die the Senate continues during the | ore than two-thirds of the dealers 


Couzens of Michigan today stated 


tion, are easy to machine. Certain/castings sufficient nickel coating coming short session an effort will | answered this question affirmatively. | 


essentials in tool design are needed | has not been applied. : : ‘ their replies : “This 
to obtain the best results. A sketch | Three ten idemmenthe of an inch be made to effect ne — _ tee te cant comes when 
showing the angles to which the| (6 grs./sq. ft—0.22 ozs.’sq. ft.), of terstate Commerce Commission | |. prospect consult the banker.”— 
tool should be ground and set for/| nickel coating is not an unreason- | regulation of motor buses and hold- 
best results is appended. | able specification for nickel plating. ing companies of transportation’sys- | l hard several times and told them 

Various types of finishes for die! And for satisfactory outdoor service tems. {we would not stand for it and we 





TABLE I. | Senator Coumane . lbetter buy the car to save that | 

ORIGINAL PROPERTIES OF DIE CAST ZAMAK ALLOYS* |the Senate Committee on Interstate | - an »_=yes. We can cite at least 
Zemak =Zameak =6Zamak Zamak and Foreign Commerce. |six deals where sales could have 

Composition— - = ” or “I will do everything possible.” he | heen made but for the bankers’ ad- 
INL 6 kn Rv dca nchaead¥RAOS Ose 4.10 4.10 4.10 4.10 said, “to obtain legislation placing | vice to the contrary, and, in two in- 
Seebniasn ea a Sear : a3 04 ‘03 sa |control- of interstate buses and in-| stances, actual refusal of the banks 


terstate truck transportation, as well [to relinquish funds.”—"Yes: Have a 


as holding companies, under the : »g : 
Tensile strength—lbs./sq.in. . 5 47,300 36,100 41,600 39,600 — P jnumber of instances where sales 


Impact strength (Charpy) as measured | Interstate Commerce Commission.’ |have been lost or postponed on ac- 
on %"x%”" bar . cis encaanenes 15.00 18 25 17.75 18.50 | He said there are some differences | .ount of the fact that the prospect's 


(Balance Horse Head special’ 
(99.99-.°,' Zine 











Elongation—°*, in 2 inches nesee 8.4 7 4.2 10.6 
Compressive strength—lbs./sq in...... 93,100 60,500 87,300 91,700 of view as to the question of re-|) nker has definitely recommended 
OD circ iki eksceesnesee 83 62 73 i1- quiring certificates of onpened con- | against purchase at this time.”— 
Specific gravity ...... teereeeeeeee 6.754 6.644 6.675 6.717 venience and necessity for such Sys- | a Tia 
Melting point .. ‘a Kean weaenG 733.6°F. 727.0°F. 726.9°F 731.8°F er and as to whether requiation | “Not of Fords. but did on two Lin- 
Solidification shrinkage—ins. ft. ..... 1492 1380 1385 1560 tems and a: 1etn owen 1 eoins.” 
Modulus of rupture—lbs./sq. in........ 116,000 94 700 105,200 102,800 should be applied to motor freight cs wo ar a i 
Transverse deflection—Ins pananae 22 2% 16 m transportation, but that there is no| Question No. 5 dealt with factory- 
Shearing strength—Ibs./sq. in. ...... 45,800 30,900 38,400 38,000 } p {dealer relations It asked: “What 
Specific heat—calories/Gm. °C. ...... 1047 .0980 1024 1026 difference of view on the general r on as Sa eee 
eee ty . pam a aia ae | subject of control of transportation | Factors polic pat ; a fH ; 
al./Sec. Cm eseeere 54 27: : 26 st helpful in conducting 
Thermal expansion—In./In. °C....... .0000277 0000274 += .0000274 +=—.0000278 | by motor buses. — ee . P tl : t ves - 
re Conauetivity 55 90.628 181.111 | “A bill (S. 4600) dealing with hold- , your business during the past year? 
25° C : 55,30: ll > > a is ar ‘resting 
Relative, fluidity in wees”  iaaasrouee — on 3 3 60 2/5 7” 66 4/5 70 ing companies, etc., was introguced | Some ee “0 _ as pongo re 
**Pluidity number ........0.+-sseee . 114 166 151 143 in the Senate by Senator Couzens on _ others ee te rey To a 
~ oimne, May 9 last. The House Committee |“Finance policy. —"Not trying to 
tThese values are the average of several casts and were determined six months . : | 5 : 3 aa 
after casting date. : . ; on Interstate Commerce has been | push cars on you and telling —_ how 
*Time required for equal volumes to flow through standard orifice at constant engaged in an investigation of hold- | to run your own business.” —‘Prizes 
temperature. " 


ing companies. }to salesmen and no attempt at over- 


**Derived by dividi ng 10,000 by time in seconds to indicate comparative fluidity 


Sales Leaders and Their Standing in the First Ten Passenger 
Car Sales Positions by States in October as 
Compared With September, 1932 





















































OCT., 1932 | First | Second | Third ' Fourth Fifth Sixth Seventh | Eighth | Ninth } Tenth 
State Sales | | | ! } | } 

Delaware 170 Ford 67 | Chev 38 |} Pontiac 13|Plym 11 Buick 7 Olds 6'E-S ___5/| DS- Oo 3) Hu-N- Pa 2\* wes 1 
Florida 965 | Ford 350 Chev 216|Plym 78} Pontiac 29 Essex 27 Buick oe Dodge 15|O10F 12 Auburn 11 Chrysler 10 
Vilinois 2979 Ford _917| Chev 638|/Plym _250| Pontiac 120 Buick 113 E-WO  97'De Soto 91) Olds 89 Stude _ 67 Chrysler_ 65 
Indiana 1 1251|Ford 396 Chev 308|Plym  98|Essex 55 Olds 49 DS-Po 46|;WO 43 Buick 30 Ch-D-G-R_ 25 Pa-S_ 12 
Kansas 1321' Ford 440|Chev 437|Plym _84|Essex 60 Pontiac 50 Rockne 28'WO 26|Dodge 24 DS-O 22 Buick 21 
Maryl’'d 1018 Ford 322 Chev 284|Plym 54 | Pontiac 51 Olds 31 Rockne 30|Buick 28 | Chrysler 27 DS-D-E 24 WO _23 
Mich. 2165 Ford 761| Chev 472|Plym 146| Pontiac 113 Essex 95 Buick  75!Olds 74 Rockne 51'D-WO 44 De Soto 40 
Minn. 1263 Ford 381|!Chev 369 | Plym 95 |B-O-Po-R 42 WO "35 Essex 34|CH-Pa 24'Dodge 22 G-S 17: Hupp _i16 
N. Car. 1701 Ford _734|Chev 540|Plym 85 | Essex. 53 Pontiac 46 Olds 32|Buick 31|Dodge 27 CH-WO 16/A-R___ 13 
N. Dak. 191 Ford 70'Chev 64 | Plym 1  22|Pontiac 7 B-E 5 Nash 4|CH-D-O-WO 3'H-Re 1) weal 
8S. Clina 647|Ford ___258 “Chev _221|Plym _25|Essex 23 ,D-Po 16 Buick  12/DS-O 10! Auburn 7 Ch-Pa 5 Rockne 4 
Utah  153/Ford 43) Chev 36|/Plym _15| Essex _12| [Pontiac 8|De Soto 6|Rockne 4! ** 3|H-O-Pa-Re 2,DV-F-L 1 
Vermont mont 192|Ford 44|Chev. 39’ E-Plym 16|Pontiac 12°'B-D  10/WoO 9 ‘Chrysler ~ 6'G-N-O 4 Hu-R 3;A-S 2 
W. Va. 666|Ford  207/Chev __ 153 | Plym 57|Essex _39|Dodge —_27 | ‘Pontiac _ ic 26 | Rockne _ - 21)WO +20,|Graham 19|Olds 17 
Wisc. 903| Ford 264 Chevy 197|Plym  85| Pontiac 48 WO 45 Olds ‘37 | Essex 35 Buick 29 Chrysler 19 Nash 17 
a ee <I eee 
SEPT., 1932 First Second | Third Fourth Fifth Sixth | Seventh Eighth | Ninth | Tenth 
State Sales | | ' | | } 

Delaware 213|Ford ~- 73 {Chev 60 )}|Plym 21 | B-Po 10 | Olds 6! Ch-E pC |R-S Aa N-Pa _3|DS- D-WO 2/|C-LS 1 
Florida 1135|Ford 410|Chev _303|Plym _80|Essex (39 Pontiac 33'Chry —25|Buick 17 G-O 13/A-D __—*9| De Soto 8 
Tilinois 4325 | Ford 1291 |Chev _967|Plym _595| Pontiac 165|Essex 142|De Soto 115{Olds _103/Buick 99 WO 93 Stude__ 911 
Indiana 2231| Ford 725|Chev _554|Plym _238|Essex 113 De Soto 74 | Pontiac 70|/WO  _65|Rockne 62 Buick _49 Olds _48 
Kansas 1786|Ford  652|Chev 550|Plym 144|Essex 95 | Pontiac _ ~ 66|WO "39 | Rockne — ~ 33 | Buick 28 Olds —_—-27| Dodge 24 
Maryl’d 1381 |Chev 505 | Ford ~ 423 'TPlym 93 | Pontiac 48. E-R 39 Buick 33 | De Soto ) 24 | Olds” ~ 23 Graham 22 | Stude 21 
Mich. 3478 Ford 1310 | Chev vy __775 | Plym 1 __ 285 | Essex 211 | Pontiac 140 | Olds s 104|Rockne 69 | Buick 67 De Soto 65 Graham 58 
Minn. 1457|Chev 483 Ford 434|Plym _148|Pontiac 43 Rockne 39 Olds 36|Buick 35, (‘Essex 34)WO 33 | Stude 26 
N. Car, 1200|Ford  497|Chev 416 /Plym . 66 [Essex 52 | Chrysler 26 Pontiac c 18 |B- -O  14|Dodge 11 Stude _10| De ‘Soto 9 
N. Dak. 285|Ford 114|Chev. 99|Plym 24 |Rockne 1 11/B-O-S _6| DS-WO | > 4|D-E 3|* 1 | aoe 
8. Clina 662/Ford _314|Chev _219|/Plym _31/\Essex 20 | ‘Pontiac 17 Chry _10|Dodge _6|B-DS-H-R 54-Hu-O-WO 3/Reo 2 
Utah 236|Ford 72|Chev _66|Plym _18 | Essex 17| Pontiac 11 Graham | 10|De Soto 8|Packard 6 B-D-O  5|Rockne 3 
Vermont 294|Ford _77|Chev __67/Plym__31|Essex 24| Pontiac 14/B-O 11 WO 9|Packard 7|Rockne  6|DS-G 5 
W. Va. 773|Ford 271|Chev _209|Plym _—‘83| WO 31|Essex _30|Dodge _—29 Pontiac 21 | Chry 16 Rockne 14 Graham 11 
Wise. 1596 | Ford rd 432|Chev_ ~~ 413 | Plym | 185 | Essex 88 | Pontiac ac. 61\/Olds 49 | wo 48 | B- ‘B-N 41 | Stude 34 | De Soto 33 


KEY TO ABBREVIATIONS AND SYMBOLS 


— — klin, G—Graham, H—Hupmobile, 
. A—Auburn, B—Buick, C—Cadillac, Ch—Chrysler, DV—De Vaux, DS —De Soto, D—Dodge, E—Essex, F—Fran 

Hu—Hudson, LS—La Salle, L—Lincoln, N—Nash, O—Oldsmobile, Pa—P ackard, Po—Pontiac, Re—Reo, R—Rockne, S—Studebaker, WK—Willys- 
Knight, WO—Willys-Overland. *All cars in this position registered only one, ‘*Buick, Dodge, Hudson, Nash, Studebaker and Willys- Overland. 


“Yes, we had to call their hands | 


is chairman of | Would tell our customers they had j|« 


tail sales beyond current demand, 
No pressure from the manufacturer 
to induce dealer to accept unprofit- 
able business merely for the purpose 
of increasing sales."—‘Not pushing 
new cars on dealer. Taking care of 
service costs due to improper con- 
struction. General easing up on all 
policies."—“A much more liberal 
policy with reference to replacements 
of parts and labor on new cars. 
Also shipping parts prepaid.”—*“Let- 
ting us alone.”—“Auditing.”—“Not 
forcing dealers to overbuy.” 

Some interesting answers were re- 
; ceived in reply aiso in answer to 
question number six, which read: 
What factory policies (if any) have 
|} you found most harmful to you in 
| conducting your business during the 
past year?” Some of the replies are 
briefly as follows: “Too many model 
changes.”—“Too many factory rep- 
resentatives giving contradictory ad- 
vice. Ignorance of road men in their 
product, and other costly draw- 
backs.""—“Trying to rush us for vol- 
ume and not thinking about profit 
for the dealer."—‘“Changing factory 
men and policies too often.”—“Com- 
petitive factories granting especial- 
ly long discounts to more excessive 
stock and clean up obsolete models.” 
—“Lowering of new car prices has 
|} made used car trading more dif- 
ficult."—“Lack of proper discounts 
and model changes with deductions 
for so-called obsolete models.”— 
“Wholesales cut in prices and dis- 
counts making it impossible to do 
business at a profit regardless of 
the number of cars we sold.’—‘“Lack 
of co-operation in service and ad- 
vertising.”—‘“‘No assistance to con- 
Sign Or guarantee floor plan cars.” 
—Fleet owner increase in percent- 


|age. Manufacturer should absorb 


this in order to get this volume and 
not take it out of dealers’ com- 
mission.”—"“Don'’t think the factory 
has had ne to do with our 
j} adverse busine: 


] ON THE OTHER HAND | | ON HME OTHER HAND | 


ernie GOVERNMENT ORDER 

Springfield, Mass., Noy, 11.—In- 
dian Motorcycle Company has an 
order from the War Department 
for 75 motorcycles of 74 cubic inch 
size, known as the Indian Chief, 
These are for army use and will 
be assigned to special motorcycle 
companies, regimental, brigade, 
battalion and company headquar- 
ters, for operations with troops in 


| the field and by military patrols 


and dispatch bearers. 


COTTON MILLS ACTIVE 


New York, Nov. 11.—Bliss Fabyan 
& Co., Inc., state that since July 
30 the number of operatives in twen- 
ty-two mills associated with them 
has been increased 153 per cent. 
and pay rolls in jhe same period 
have increased 150 per cent. 
U. S. LEATHER AT 80% 
Boston, Nov. 11.—United States 
Leather Company has run into a 
period of slow buying of leather, 
but this is largely seasonal. The 


| company booked a large volume of 


| 


business in the early fall and is 
steadily shipping out leather on 
these contracts, 

Tannery operations are being 
maintained at around 80 per cent. 


| of capacity. Sole leather prices are 


up about 3 cents a pound, or 15 per 
cent, from the summer lows, these 
prices being well maintained in spite 
of the decline in new buying. 

United States Leather has been 
one of the large buyers of hides the 
past two weeks, at an advance of 
% cent a pound to the 6-cent level 
for light native cows. 
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Observer 
“As you know, Mr. Battey, the 
head of our Research Department, 
recently went out to observe the 
reader interest surveys being con- 
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Landmark 


*In sponsoring the Gallup survey, 
and its successor, the White re- 

rts on reader interest, you have 
Raced the attention of adver- 
tisers and agents alike on the 
magazine asi and his reactions 
instead of relying on a maze of 
circulation figures to define your 
qualifications. 

“I believe the LIBERTY sur- 
veys will stand out as landmarks 
in the development of an improved 
space-buying technique, and in the 
advancement of advertising gen 
erally.” 

@ S. Paos Burr, Vice President 

J. C. Bull Incorporated 


Construciive 
*We believe your plan of rating 
ads is a constructive one”’ 
@ Orris Luc AS, Adv Mer 
Studebaker Sales Corp 


Worthwhile Job 


*I want to take this opportunity 

to tell you that I think you are 
doing a very worthwhile job.”’ 

@ Lue H. Brisror, Vice President 
Bristol-Myers Company 


Fresh Air 
“I am all in favor of ‘letting a 
lictle more fresh air through the 
whole subject’.”’ 
@ W. P. Rocers, Adv. Mgr 
California Packing Corp. 


LIBERTY America’s Best Read Weekly 


AND STILL 
ANOTHER 
WEEKLY 
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Econoiaic Necessity 


“Ice is not hard to say a good 
word for the Liberty Surveys 


“Until every advertiser has in 
his employ a genius who can con- 
ae predict the whims of a 
buying public, surveys such as 
Liberty is sponsoring will be eco- 
nomic necessities. 

“Even then they will be valua- 
ble in pointing out how our adver- 
tising affects the public when the 
correct appeals are used.—And 
how long the right appeal re- 
mains right, 

“‘These surveys are a welcome 
deviation from the usual form of 
space selling.’ 

@ L. Martin Kraurrer, Copy Chief 

Thos. M. Bowers Adv. Agency 


Interests Every Executive 
*‘The publishing of ratings of ad- 
vertisements in Jeading weeklies, 
interests me very much--and I 
find it interests every executive in 
our organization."’ 

@H.A. Grorn, Exec. Vice President 

W. H. Rankin Company 


Genuine Benefit 
**I can see genuine benefit to the 
advertising fraternity and to ad- 
vertisers in general if reports of 
this nature are intelligently and 
regularly analyzed. I am for it.”’ 
@R. P. Marsa, 
Mgr. Cincinnati Office 
The Blackman Company 


Are THEY ? 


ME! 










Checked Method 


“We have checked the method of 
field investigation employed by 
Liberty and believe that the re- 
sults are of valué in measuring the 
extent to which advertisements 
are seen and read in the publica- 
tions included in the investiga- 
tion.” 
L. D. H. Wen, Director of Research 
@ McCann-Erickson, Inc 


Accurately Reflect 
‘The Liberty surveys more accu- 
rately reflect actual consumer hab- 
its than any method devised to 
date, in my opinion. 


“It is most interesting the way 
you are carrying this work on into 
the public's editorial preference 
as well as advertising preference. 
I read your announcements of this 
work regularly.”’ 


@ Hucn McKay, Vice President 
The Joseph Katz Company 


Material Help 

‘‘We have been very much inter- 
ested in the Gallup Surveys right 
from the start. Particularly inter- 
ested are we in the development 
of that into the ratings of all 
advertisements in the three big 
weeklies. We hope you will keep 
it up, for it should be of material 
help to the advertising fraternity 
as a whole.”’ 
@ J. F. Operwinver,V ice President 

D'Arcy Advertising Company 


Right Direction 


*‘While such a study may show 

up some of our weaker efforts, and 

while the complete validity of ad 

rating is yet*to be established, 

nevertheless, such ratings are a 

step in the right direction,” 

@ Henry Ecxuarot, President 

Kenyon & Eckhardt, Inc 


Genuine Service 
“I think it is a very interesting 
study and is a genuine service to 
open minded Boner ed and ad- 
vertising agencies. 
@ Joun R. MacManus 
MacManus, Incorporated 







ducted by Percival White. 

‘““When Mr. Battey came back I 
had a talk with him about what 
he had seen. 

“The gist of his view was this: 

“The method over a period of 
time provides a very useful and 
quite reliable guide to the relative 
reading of the editorial content of 
various Ma gazines. 





‘Personally, I have not observed 
the work in the field as Mr. 
Battey has, but I certainly think 
you are to be commended for this 
effort. 


Advertiser: Spud 
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average page 


“I don't know anyone else who 
is trying to give us any guide at 
all as to which of their editorial 
features gets read most, much, or 
lictle.”” 

@ Rictarp Compron, Partner 
[he Blackman Company 


Another Observer | 
‘It was recently our privilege to 
*‘observe’’ a White survey here in 
New England. } 
“Our opinion of its value was 
confirmed by the enthusiasm of 
members of our staff who accom- 
panied members of the Percival | 
White organization in their bell- | 
ringing explorations. 





“Since Liberty is the key mag- 
azine for our Dentyne campaign, 
we have studied with great care 
all the returns so far published. 
They will unquestionably have a 
bearing on our thinking with re- 
gard to next year’s Dentyne pro- 
gram. 

@ J. L. Bancer, President 
Badger and Browing, Inc. 


CAMAY 


Advertiser: Camay 


Pedlar & Ryan, Inc. 
Back Cover 
50% better than 


average page 


Agency: 
Space: 
Attention Value: 








A Real Contribution 


‘We do not feel that advertisers 
should buy advertising space 
blindly any more than that a op 
ness man should make investments 
without a thorough investigation 
—analyzing the anticipated in- 
vestments from every possible 
angle. In your study of the readers 
of Liberty—going to bed rock— 
you are making a real contribution 
to the scientific progress of adver- 
tising. We thoroughly appreciate : 
the value of the Liberty surveys my 
you have made and will make in 
the future—it is a constructive 
advertising job.” 
@ S.E. Van Wik, Advertising Mer. 
R. B. Davis Company 
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Advertiser: Metropolitan Life 


Glad To Endorse re mg ae Te 
‘We are glad to endorse this idea.”’ Space: Black & White Page 
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@ Lucien P. Locke, Adv. Mar. Attention Value: 
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Asa 


Weekly A 


OCT..29 


Weekly B 


OCT. 228 


Average Page Advertisement in Liberty 


Projection of 
Extra Volume of 
Persons Noting 

Over 
Third 
Weekly 


453,824 
200,400 


Per Cent of Extra 
Persons Noting 


Over Over 
Second Third 
Weekly Weekly 
This Week 21% 58% 
26 weeks 
43% 


to date , 17% 
(Average of White surveys) 


462,459 
247,236 





